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Are Your Customers in this Profit Picture? 


Builder profit stories like these (below) are bringing many new, satisfied customers to INSULITE 
dealers everywhere. Just read about the big savings—and better sheathing jobs—these builders are 
getting by using INSULITE BILDRITE SHEATHING instead of wood sheathing. This powerful story is 
being told to builders all over the country—through national ads, direct mail campaigns, and sales 
calls. So now is the time to step up your sales—by stocking, displaying, and promoting the INSULITE 





line of building products. 





“Insulite Bildrite Sheathing saved me $286.00 
on my latest job. I'm getting superior sheathing 
jobs, too, because Bildrite is waterproofed 
throughout and therefore doesn’t warp or 
buckle on the job.” 


Thomas W. Giles, General Contractor, 
Cleveland, Ohio 





“ i 


"While building my own home recently, | saved 


$253.00 and got stronger, better-insulated 
walls by using Insulite Bildrite Sheathing and 
Insulite Shingle-Backer.” 


George Flagler, Lynn Construction Co., 
Chicago, Illinois 









“lL use Insulite Bildrite Sheathing because it's 
the best on the market. It also saves me 
$169.00 on every house | build.” 


John Tarolli, 
Syracuse, New York 


“We save $105.00 on every job by using 
4-foot Bildrite Sheathing ($40 because of 
lower application costs, $25 by eliminating 
corner-bracing, and $40 by using Insulite 
Shingle-Backer on our walls).” 


Roy Olson, Minneapolis, Minne:ota 


“We've made considerable savings this year—at the rate of about $100 per job—by using 
Bildrite Sheathing. But most important is the fact that Bildrite gives us the best sheathing on 
the market. It doesn't warp or buckle, even after long exposure to the weather, and has 


great structural strength.” 
Earl S. Snyder 


Hugh J. Bartley 


Snyder-Adler-Bartley Construction Co., Toledo, Ohio 


Send for free "Cost-Comparison”’ folder . . . figure out in 
dollars and cents how much your builder-customers can save 
by using BILDRITE SHEATHING. And for full details about 
INSULITE products and sales policies, contact your INSULITE 


distributor or INSULITE representative. 


INSULITE DIVISION - MINNESOTA AND ONTARIO PAPER COMPANY > MINNEAPOLIS 2, MINN. 






“By using 4-foot Bildrite Sheathing instead of 

wood sheathing, we eliminate corner-bracing, 

and also save approximately $100.00 on 

every job. We also get far more bracing 

strength.” 

Leslie H. Braatz, L. H. Braatz & Son, 
Milwaukee, Wisconsin 





"4-foot Bildrite Sheathing gives us far greater 
wall strength than we'd get with horizontal 
wood sheathing—and saves us $100.00 per 
job besides.” 


Stanley Orlikowski, Quality Builders, 
Milwaukee, Wisconsin 





“We're saving over $100.00 per house by using Bildrite Sheathing on our 365-unit project 
in Cleveland. Besides, Bildrite is waterproofed throughout and is easier to cut and apply than 
wood sheathing. And we're also eliminating corner-bracing on every job.” 


Al Azolino 


Lath-Rite Builders, Cleveland, Ohio 





“There's no doubt in my mind—Bildrite is the 
best sheathing on the market. What's more, 
l actually saved $218.00 on my latest job by 
using Bildrite instead of wood sheathing.” 
Robert Uetz, General Contractor, 

Des Moines, lowa 





at. 






“We saved up to $200.00 per building by 
using 4-foot Bildrite Sheathing on our Rose 
Vista apartment project. We've found we 
get stronger walls with Bildrite . . . without 
corner-bracing.” 


E. R. Daleen, Savers Construction Co., 
St. Pcul, Minnesota 
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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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Lo on Your pitade 


HERE’S EVERYTHING YOU NEED 


TO REALLY “GO TO TOWN’ ON 
CELOTEX HAND-POURING ROCK WOOL! 





lets ; 
Just : 
© bag ; wg "he 


t 
° Open 


CONTACT your Celotex representa- 
tive now for the full story. Ask him, too, 
about Celotex Rock Wool Blankets (Semi- 
“she Thick, Full-Thick and Utility), and Celo- 
Pia | a , A. s tex Loose Rock Wool. They're proved 
RN Seen ee i profit-builders every one! 
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NEWS BRIEFS 





NPA Order M-89: If you haven’t gotten a copy, better ask 
your state or regional association for one; or write the U. S. De- 
partment of Commerce. 


Retailers of building materials of course handle quite a lot 
of controlled materials of one kind or another—steel, copper and 
aluminum. And the letter of the earlier rules put those mer- 
chants under a hopeless squeeze. 


Dealers generally were not allowed to replace these things; 
but CMP regulations required them to honor all authorized con- 
trolled materials orders. Also they had to sell to farmers who 
don’t have to have special authorization to buy this stuff. So in- 
ventories of controlled materials items have been going whammo. 


The new order takes the pinch off such people as building 
material dealers, hardware stores, farm supply dealers and in 
general those whose normal business is supplying the needs of 
customers who buy for personal, household or farm use. But it 
doesn’t apply to installers of equipment such as TV aerials, house- 
hold appliances or commercial fixtures. 


Neither does it apply to shop operators who rebuild or re- 
condition used or busted-up articles for resale. Furthermore it’s 
limited to persons who sell these controlled-materials items at 
retail to the general public in the form and shapes in which they 
receive the stuff from their suppliers. 


A new allotment symbol: “Retailers,” says the NPA, “who 
customarily sell insulated copper wire, nails and other steel, 
copper and aluminum controlled materials to the general public 
will be permitted hereafter to self-certify authorized controlled 
material orders to obtain limited quantities of such materials.” 
a do this by using the new symbol W-5 and a certification of 
orders. 


Retailers may use the allotment symbol to buy only the 
special class of controlled materials which they handled regularly 
in over-the-counter sales during the base period. That period is 
the year 1950; and inventories may not exceed the average quar- 
terly amounts of the period. 


Some other rules; but the important news is that a dealer, by 
compliance with not too tough formulas, can replace in inventory, 
and in a lawful manner, the controlled materials that he sells to 
his customers for their own use. 


CPR-93; This regulation, having to do with construction and 
related services and sales of installed materials, has been men- 
tioned here in an earlier issue; but at that writing official copies 
were not available. It deals with prime contractors, specialty 
contractors and subcontractors. If you don’t do building, your- 
self, your contractors are sure to ask you questions about the 
regulation. 


It’s a dilly. For example, it sets up elaborate record-keeping 
and reporting formulas; four categories of records for deter- 
mining markups, and four types or reporting requirements. But 
they do say it’s not too hard if you start at the beginning and 
don’t miss anything. 


The regulation sets ceiling prices for jobs in which the seller 
furnishes labor services or any combination of labor, materials, 
equipment and services for a pretty comprehensive list of con- 
struction types. That is, it supplies the formulas by which the 
ceilings are figured. 


No guaranty; but this order MAY be the keystone of con- 
struction controls for quite a spell. So if you haven’t got a copy, 
better ask the OPS for one: “Ceiling Price Regulation 93.” While 
you’re at it, ask for the explanatory brochure: “OPS Trade Guide, 
Ceiling Price Regulation 93.” 
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Dr. O. Harry Schrader, managing di- 
rector of the Douglas Fir Plywood 
Association. 


Timber Available for 
Expanded Plywood Output 


An authoritative forecast 
that west coast forest resources 
are ample to support a healthy 
plywood industry throughout 
the foreseeable future was 
presented recently before some 
600 persons at the annual con- 
ference of the Western For- 
estry and Conservation Asso- 
ciation. 

The prediction was made by 
Dr. O. Harry Schrader, Jr., of 
Tacoma, Wash., managing di- 
rector of Douglas Fir Plywood 
Association, the trade promo- 
tion organization for the 71- 
factory plywood industry of 
Oregon, Washington and Cali- 
fornia. 

Schrader, a former associate 
professor of forest products at 
the University of Washington, 
drew his analysis of raw mate- 
rial for plywood from state 
and federal forest agencies and 
other timber data _ sources. 
These include a plywood indus- 
try survey which he described 
as “probably the first careful 
assessment of timber owner- 
ship on the part of plywood 
operators” ever made. 

The plywood director cited 
compiled data to support his 
views, saying that the west 
coast plywood industry could 
expect a probable 1.5 billion 
board feet of high quality 
“neeler” logs from an estimated 
annual timber cut of more than 
10 billion board feet in the 


7 





three-state area. This, he said, 
is sufficient to maintain panel 
production for the next ten 
years at an annual rate of at 
least 3 billion square feet, well 
above the current record of 2.7 
billion square feet. While 
emphasizing that* volume ply- 
wood production is going to 
continue indefinitely, he was 
less specific beyond the next 
decade, pointing out that there 
are many current developments 
which will extend raw mate- 
rial supply and play an in- 
creasingly important role in 


the long-term picture. 

These, he said, include grow- 
ing integration of forest indus- 
tries operations, continuing 
progress toward _ sustained 
yield forestry, new products 
and new production techniques 
making more efficient utiliza- 
tion of raw materials, increased 
utilization of leftovers, use of 
western tree species other than 
Douglas fir and increased tim- 
ber imports. 

Typical of how new products 
can extend raw materials is 
the industry’s new combination 





LnETIRUUK 


STACKS UP MORE PROFIT FOR YOU! 


; 


How efficient is your piling yard? Is it 
stacked low over a vast area? Is lumber 
transported by horse drawn vehicle, or 
truck? Are too many hands used that might 


be spared for other work? 


The heavy-duty Fork LIFTRUK is the 
modern high speed efficient handler of 
lumber. Why? Because it picks up heavier 
loads in neat, unitized bundles and stacks 
them high in one operation — for fast 
loading onto trucks, trailers or flat cars. 
Greater efficiency to your existing storage 
space is assured and at a huge saving in 


time and money. 


HEAVY-DUTY LIFTRUK 
in 5 - 7% - 10 ton capacities. 






Other Valuable 
LIFTRUK 
Original Features: 


More lifting power and 
carrying power. More 
traction. Motor and 
working parts fully 
accessible. “Lifetime” 
load-carrying axle. Send 


for Bulletin 77. 











By the makers of KRANE KAR 
SILENT HOIST & CRANE CO. 





Pioneers of Heavy Duty Materials Handling Equipment 
860 63rd STREET, BROOKLYN 20, N. Y. 








panel called Plyron in which g 
hardboard surface can be 
bonded to a lower grade ply. 
wood backbone to produce a 
panel suitable for cabinets, 
table tops and concrete forms, 
Such a_ development, said 
Schrader, “permits usage of 
lower grade peeler and saw 
logs and may have a significant 
effect upon log requirements of 
the future.” 


Hoo-Hoo's Elect 


At the 60th annual meeting 
of the Concatenated Order of 
Hoo-Hoo, Robert J. Stalker, of 


Quincy, Mass., was elected 
Snark of the Universe. 
Other officers elected in- 


cluded George Soltis, Supreme 
Junior Hoo-Hoo; Ernst Ham- 
merschidt, Supreme Bojum; 
Carl Gavotto, Supreme Hoo- 
Hoo; Arthur H. Geiger, Su- 
preme Gurden; Harry B. Weiss, 
Supreme Senior Hoo-Hoo; Mar- 
tin McDonald, Supreme Ar.- 
canoper; Clifford Schorling, 
Supreme Jabberwock; John B. 
Egan, Supreme Scrivenoter; 
and John H. Dolcater, Supreme 
Custocatian. 

At a special meeting of the 
newly elected Supreme Nine, 
the Board of Councillors, Offi- 
cers of the Corporation, were 
elected as provided in the By- 
Laws. The retiring Snark, 
Lynn Boyd, was elected Presi- 
dent. Other Officers elected 
were Harry F. Partridge, Vice 
President and Edwin F. Fisch- 
er, Treasurer. Ed Fischer, the 
new Treasurer, takes the place 
of Treasurer W. M. “Doc” 
Wattson, who passed away in 
June 1951. Secretary Ben F. 


Springer was continued in 
office. 
Denver, Colorado was _ se- 


lected as the Convention City 
for 1952 and Minneapolis re- 
ceived a nod for 1953. The ex- 
act dates of these Conventions 
will be determined later. 

The reports of the National 
Officers on the splendid prog- 
ress of Hoo-Hoo sparked the 
enthusiasm of the Convention. 
The Secretary reported an all 
time high of 10,216 active mem- 
bers with 95 active Hoo-Hoo 
Clubs carrying on in every part 
of the country. The report of 
the Treasurer indicated a sound 
financial condition and the in- 
telligent conservative admin- 
istration of the affairs of the 
Order. 
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It will pay you to standardize on MEDCO. 


DOUGLAS FIR — WHITE FIR 
PONDEROSA PINE — SUGAR PINE 


Let us put the MEDCO representative in your area in 
touch with you. <r 


Mla) 2°), Pe) lve). 


MEDFORD, OREGON 


by 


QUALITY 
LUMBER 


TION 


Douglas Fir — Sugar. Pine Annual Capacity 70 Million Feet 
White -Fir — Ponderosa Pine 


TRADEMARK 


Members of West Coast Lumbermen's Assn., West Coast Bureau of Lumber Grades & Inspection, Western Pine Assn. 
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Ready to Ship! 


SPECIFIED 
LENGTH 





DOUGLAS FIR 


Join the growing list of Air-King 
dealers who are saving them- 
selves money by getting specified 
length rafters, plates, joists, studs 
and small timbers in standard 
green Fir. 


No need to buy three cars ran- 
dom with unwanted sizes to get 
one car of desired items; you can 
buy the number of pieces in each 
length and size you need from 
Air-King. 


Shipped fast and on time. Let us 
demonstrate. 





AIR-KING 


MANUFACTURING 
CORP. 


Tigard, Oregon 








In the Market Centers 

SEATTLE—Perusal of West 
Coast Lumbermen’s Association 
weekly summaries reveals that 
the cut has been 19, 23 and 25 
per cent greater respectively 
during the past three weeks 
than lumber sold. The industry 
is 40 percent low on rail orders 


’ which usually account for about 


70 to 72 percent of sales. On 
the other hand export mills 
won’t take orders and are six 
weeks to two months behind 
on orders which amounted to 
38 percent of all orders in the 
last summary. Ordinarily ex- 
port accounts for three to eight 
percent of orders. 

Small order files is reflected 
in weak prices and demand. 
Many prices have dropped in 
the past fortnight. But while 
the market is soft with many 
weak spots it is holding re- 
markably well. The mills are 
independent and won’t go all 
the way to get business by re- 
ducing prices. 

Select fir structural is hard 
to buy and brings $100 to $175 
depending on size and length. 
These prices are double those 
of two years ago. 

Transit cars continue to be 
sold at distress prices. Local 
demurrage charges imposed a 
few months ago are proving 
very costly and resulting in car 
sales up to $12 below market 
averages. There is some belief 
here that the customers have 
grown to accept transits just 
as they accepted remilling. 
About 90 percent of transit 
business is accounted for by 
green dimension. 

All cedar lumber is weak. 
Shingle. weakness may disap- 
pear fast. Inventories are low 
and so many mills are down 
that any demand will instantly 
boost prices. Big siding dis- 
tributors have the best inven- 
tories. Finish is hard to buy, 
the mills preferring not to 
make it. One estimate is that 
65 percent of shingle mills are 
down. 

In the pine markets there 
are some bargains offered by 
small producers trying to re- 
duce inventories. 

TACOM A—Winter doldrums 
are affecting the lumber indus- 
try in this area. Initial impact 
has been felt by logging op- 
erators, particularly those in 
the mountain foothills near 
here, where cutting operations 
have been suspended because 


of heavy snows. One of the first 
to be affected was the Skate 
Creek Logging Company, which 
closed its higher operations 
above Ashford and moved its 
equipment and crews to an area 
at a lowel level below Ashford 
to log Federal Forest Service 
trees. Meanwhile interest lo- 
cally was directed at new price 
ceiling regulations for Pacific 
Northwest ,logs announced by 
the Office of Price Stabilization. 
The new ceilings maintain the 
same general price levels as 
the old ones, which were based 
upon sales of last January and 
February. Considerable inter- 
est also is being shown in an- 
nouncement by the state land 
commissioner that ten million 
board feet of timber, killed by 
last summer’s disastrous Forks 
forest fire, will be offered for 
sale to the highest bidder on 
December 17. The salvage sale, 
first in a series, includes timber 
appraised at $67,228, including 
7,197,850 feet of hemlock, 2,- 
747,770 feet of white fir, 285,- 
380 feet of spruce and 181,750 
feet of Douglas fir. Govern- 
ment buying of lumber in this 
area continues to be somewhat 
below expectations. One recent 
contract includes purchase of 
566,850 feet of lumber from the 
Rusdick Lumber Sales of 
Tacoma by the United States 
Army Corps of Engineers. 


BALTIMORE—M ain topic 
among lumber yards at the mo- 
ment is the collapse of the ply- 
wood market. Always a spec- 
tacular performer, this branch 
of the fir market seems to have 
outdone itself this week, accord- 
ing to some large operators. 

One Western mill cut prices 
of exterior 14 inch panels from 
$100 to $85 f. o. b. mill; interior 
14 inch panels from $83 to $75; 
exterior 34, inch panels from 
$220 to $184; and interior %4 
inch panels from $181 to $164. 

These decreases came on top 
of successive price discounts 
during the past several weeks 
as overloaded mills attempted 
to rid themselves of excessive 
stocks. Baltimore yards inter- 
ested in this type of lumber say 
they think the bottom of the 
market may have been reached, 
and that now is an advan- 
tageous time to build up in- 
ventories. 

The above mill prices plus 
freight to Baltimore make ply- 
wood now an attractive buy. 
Citing plywood’s steady rise 
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MALTA Picture Wi 


Practically every home being put under roof today 
contains one or more picture windows. MALTA 
dealers are supplying the beautiful, practical, easy- 
to-install picture window units, one of which is illus- 
trated. They are fully modular and fit walls of 
varying thicknesses. Each unit is skillfully made, ready 
to be nailed permanently in place. Your customers 
can choose from an attractive variety of matching 
double hung side windows. Where these units have 
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been introduced to homebuyers, they have become 
BEST SELLERS. 

MALTA picture window units harmonize perfectly 
with MALTA‘S new line of frames introduced re- 
cently. Patented construction features plus unvary- 
ing quality standards make MALTA window frames 
and units the best buy today and for the future. 
Remember, MALTA is a year round source of supply. 

Talk to your jobber about MALTA—the greatest 
name in wood window frames. 








and its very recent price de- 
cline, one dealer recalled that 
the same interior 14, inch mate- 
rial today offered at the mill 
for $75 was laid down in the 
port of Baltimore in 1938 for 
$19.93. 

The local market has been 
the scene of considerable price 
cutting in erratic plywood 
trade recently, and some deal- 
ers, it is said, have been over- 
supplied while the quotations 
were skidding. 

The local market continues 
to absorb large amounts of ply- 


wood, building operations still 
being pretty steady, and much 
is taken by the aircraft trade 
and for architecturals panels. 

Building permits in Balti- 
more for October totaled $7,- 
145,835 compared with $5,396,- 
460. For the 10-month period, 
figures are still above 1950, 
the comparison being $73,184,- 
255 to $70,393,880. The rest of 
the metropolitan area is main- 
taining the same rising ten- 
dency. The weather during 
November was generally favor- 
able for construction. 
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KILN DRIED HARDWOOD DIMENS 
PHONE 3-5137. 


| HARDWOOD FLO 


The value of STEWART reliability and con- 
trolled quality is quickly appreciated by con- 
tractors and builders. Because STEWART 
Hardwood Flooring is true, straight and pre- 
cision finished, it lays in less time with less 


E. A. STEWART 





Our choice hardwood is cut from STEWART 
forests. processed in STEWART mills, and 
finished in the most modern plant in the 


If you want dry, bright flooring — oak or 
pecan — carefully graded and loaded ac- 
cording to NOFMA specifications, send, 

your requirements. Just one order will 
STEWART your permanent source o 
for quality flooring. 
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COMPANY, INC. 


HARDWOOD FLOORING © HARDWOOD TIMBERS 
TEXARKANA, U.S.A. 





In the hardwood market, 
prices and supplies are holding 
generally stable. In_ keeping 
with the good pace in house 
construction, the demand for 
oak flooring has been wel] 
maintained. Industrial demand 
has been good, and the expec- 
tation is that this will keep 


Demand for Southern pine 
has been steady, especially in 
heavy timber recently. Sup- 
plies from nearby mills are not 
sufficient. Shipments from 
points farther South are some- 
what spotty at present. 

This being a heavy defense 
manufacturing district, it is 
possible that housing construc- 
tion may be continued through- 
out the winter at a faster pace 
than was at first thought. 
Should this occur, yards de- 
pendent upon this type of busi- 
ness may benefit extensively. 
Some have been in the dol- 
drums during the fall. 


KANSAS CITY—The move- 
ment of lumber in the South- 
west slowed to a trickle as mills 
reported the highest volume 
of business received in recent 
years. Except for special types 
of jobs and some government 
business, retailers apparently 
have withdrawn from the mar- 
ket for the time being. 

Holiday influences and the 
approaching inventory period 
plus the fact the outlook for 
construction is not overly 
bright have imparted hesitancy 
on the part of buyers. 

Nonetheless, the dull market 
condition failed to disturb 
prices and in most items steadi- 
ness prevailed. There was, how- 
ever, a shading of air-dryed 
boards on the east side of the 
Mississippi river by about $1 a 
thousand in the last ten days. 
Otherwise quotations ruled at 
recent levels. 

Many mills were reluctant to 
offer straight cars of No. 2 
boards, 6 and 8-inch, on account 
of the existing demand for such 
items in mixed car shipments, 
which permits them to sell 
other types of lumber. Boards 
still were commanding $90 to 
$95 a thousand and key dimen- 
ray stock was bringing $80 to 

Weather conditions have. not 
been conducive to working in 
the forest and mills do not have 
much of a surplus of logs or 
finished lumber in their yards. 
This factor also is having a 
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Why not stock 






the line that your 






customers recognize 


for outstanding 






quality? It's the 






sure way to make 






maximum profits 






from your sales 






of padlocks, 







cabinet locks and 






miscellaneous 







hardware! 






CORBIN 
CABINET LOCK 
Division 







The American Hardware 
Corporation 
New Britain, Connecticut 









Be sure 


... with QURAN 
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PAINT SALES 
es 15% TO 40% WITH 


AMERICAN 
SANDER RENTALS! 


hou roa can pvovt/ 


Rent ’em and reap—that’s the way hundreds of dealers 
today are boosting profits with American Floor Sanders! 

It’s easy—because American gives you a complete plan 
for starting a sander rental business... and a complete kit 
of merchandising material. This helps you get extra profits 
rolling in the very first day—through rental fees and extra 
sales of seals, paints, brushes, abrasives, etc. 

A 12-page booklet tells all about this highly successful 
American Sander Rental Plan and shows you how it 
can make money for you. Send for it, without obligation 
... use Coupon. 





NEW JERSEY... 
$6,500 extra vol- 
ume per year 
through sander 
rentals and extra 
paint sales for 




































SOUTH DAKOTA... 
Sander rentals step 
up paint sales 15% 
for Dunlop Wall- 


paper and Paint orn _ 
at Watertown, Keyport, 
. D, N.J. 


© 


Missouri... 
Sander rentals in- 
crease paint sales 
40% for F.G. Jones 
Paint & Wallpaper 
Co., Springfield, Mo. 


FLORIDA... 
“Paint business 
up 15% because 
of sander rentals’’, 
says Flagler Paint & 
Glass Co., Miami, Fla. 


\" 


2 


MERICAN 


FLOOR MACHINES * PORTABLE TOOLS 






The American Floor Surfacing Machine Co. 

521 So. St. Clair St., Toledo 3, Ohio 

[] Send 12-page illustrated booklet showing how to make 
money in the floor sander rental business. 

LJ Send Iatest catalog on the following, without obligation: 

(] Floor Sandets (J Floor Edgers 

] Floor Maintenance Machines 


Name 





Street 














Lmao awee 


14 December 








stabilizing effect on prices. 
Retail lumber business in Oc- 
tober was somewhat improved 
rising 9 percent above a year 
ago, according to reports re- 
ceived by the Federal Reserve 
bank of Kansas City from 173 
line yards in seven states in 
the Kansas City area. For the 
first ten months of 1951, how- 
ever, dollar volume trailed a 
year ago by 20 percent. Inven- 
tories at the start of November 
were 17 percent smaller than a 
year ago, the bank reported. 


Lumber—National 

Lumber shipments of 496 
mills reporting to the National 
Lumber Trade Barometer were 
3.1 percent below production 
for the week ending November 
17, 1951. In the same week new 
orders of these mills were 18.5 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 39 percent 

_of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 23 days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
54 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 0.4 percent above 
production; orders were 2.7 
percent below production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 82.5 percent above; ship- 
ments were 94.5 percent above; 
orders were 59.1 percent above. 
Compared to the corresponding 
week in 1950, production of re- 
porting mills was 1.3 percent 
above; shipments were 1.9 per- 
cent above; and new orders 
were 16.5 percent below. 


Southern Pine 

The production of Southern 
Pine by the 116 mills reporting 
to the Southern Pine Associa- 
tion for the week ending No- 
vember 22, 1951, amounted to 
16,811,000 feet, or 13.72 percent 
below the three year average. 
Orders for the week ran to 14,- 
757,000 feet, 24.26 percent be- 
low the three year average and 
12.22 percent below production. 
Shipments for the week were 
15,205,000 feet, 9.55 percent be- 
low production. Unfilled orders 
totaled 52,823,000 feet. 


Western Pine 

Production of Western Pine 
and Associated Woods by the 
109 mills reporting to the 
Western Pine Association for 
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100% 
GLUE 


WATERPROOF 





The only completely waterproof 
wood glue nationally distributed 
in small packages 


Ar LAST, meet the demand 
for a completely waterproof, boil- 
proof wood glue for hobby and 
home repair use. 

Sell Borden’s CASCOPHEN re- 
sorcin resin glue...for boat-build- 
ing, outdoor furniture, sports 
equipment, toys... all critical 
wood gluing. Meets rigid Army- 
Navy Specification JAN -A- 397, 


for outdoor exposure (ordinary 
cold-setting urea resin glues do 
not). Makes a joint stronger than 
the wood itself. Cures quickly at 
70°F .Stores indefinitely. Requires 
only moderate clamping pressure. 

The demand for CASCOPHEN 
is big...continually stimulated 
by advertising to 14,126,500 
readers (your customers and pros- 





OOK Cer 







Meets Army-Navy 4-hour-boil-test (Spec. JAN-A-397), for waterproof, boilproof glue. 


pects) of the top national maga- 
zines shown here. These ads not 
only boost CASCOPHEN but every- 
thing you sell, for they offer EASI- 
BILD Full Size Patterns* requiring 
scores of hardware items to build. 
Order from your jobber or write 
Borden’s Chemical Division, 
Dept. AL-121,. 350 Madison 
Ave., New York 17,N.Y 


*Copr. 1951, Easi-Bild Pattern Co. 
















BIG NATIONAL ADS MONTH IN MONTH OUT! 


e 

Hee eo 

aware” 
ORY POWDER 


ASCAMIT 


UREA RESIN 






Fordony CASCOPHEN 


First in Waterproof Glues 


CASCAMITE... 


highly water-resistant, 
stain-free urea resin glue 
for veneering fine cabinets. 


CASCO... 
water-resistant, cold - wa- 
ter casein glue for interiors, 
rough surfaces. 
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the week ending November 24, 
1951, totaled 58,343,000 feet. 
This compares to. 48,195,000 
feet for the same period last 
year. Shipments for the week 
ran to 55,290,000, 5.2 percent 
below production. For the same 
week a year ago shipments 


amounted to 50,460,000 feet. 
Orders for the period came to 
54,370,000 feet as compared to 
53,445,000 feet a year ago. Un- 
filled orders at the week’s end 
totaled 188,421,000 feet, while 
gross stocks amounted to 905,- 
005,000 feet. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buyi 
a compilation and average of mill prices at press time an 


g practices. It is 
should not be con- 


sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on , aa made approxi- 


mately ten days before receipt of the magazine—the 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc D 
SHE. ctaedtsudeaes 170.00 165.00 110.00 
Flat Grain Flooring 
errr rs 140.00 130.00 98.00 
Be Kkacesteeseus 160.00 155.00 105.00 


Drop Siding 


1x6 (Pat. #106).155.00 150.00 110.00 
1x6 (Pat. #116).155.00 150.00 110.00 


Ceiling 

ae 125.00 123.00 80.00 
Mt webevresseus 115-125 120.00 80.00 

Boards and Shiplap and 2” 

(green) 1x6 1x8 1x10 1x12 
No. ows oOe-ee 70.00 68.00 75.00 
No. 2 coe pee 61.00 60.00 68.00 
No. 3 ....52.00 55.00 52.00 60.00 

No. 1 Dimension 


12’ 14’ 16’ 18’ 20’ 
2x 4 73.00 73.00 76.00 73.00 73.00 
2x 6 72.00 72.00 73.00 77.00 77.00 
2x 8 72.00 72.00 72.00 73.00 73.00 
2x10 72.00 72.00 72.00 74.00 74.00 
2x12 72.00 72.00 72.00 74.00 74.00 


No. 2 Dimension : 
2x 4 68.00 68.00 71.00 70.00 70.00 
2x 6 69.00 66.00 70.00 68.00 72.00 
2x 8 69.00 69.00 69.00 68.00 68.00 
2x10 69.00 69.00 69.00 69.00 69.00 
2x12 69.00 69.00 °69.00 69.00 69.00 


No. 3 Dimension 
No. 3 Dimension R/L Only 
2x 4 


oe Sadek Ske eae bee o bha'e 0 eee 46.00 
ee. jecanarerdce ieee iow, oiele! Se Gk ab aels 44.00 
i Re ee ae ere 42.00 
sate sn ah ara diana are. ikea waa ®. ci arren ed 


(Ada $10-$12 for dry lumber) 





WESTERN PINES 


Ponderosa Pine 


Selects 
5/4 RW 
Selects and 
2 or 48 4/4RW 6/4RW 8/4 RW 
C&Btr RL ...245.00 255.00 260.00 
Shop, S28 No. 1 No. 2 
PE > sha bro bin «a6 estan ee ae 140.00 130.00 
OE aed a0 eae eadememuee wae 130.00 110.00 
Commons 2&Btr. No. 3 No. 4 
S2 or 48 RW 106 RW 72 RW 64 
Se A 112.00 75.00 60.00 
De Bele. oc csnus 112.00 75.00 60.00 
Idaho White Pine 
Selects 
S2 or 48 


x6 x8 5/64 
C&éBtr. RL 230. 00 265, 00 a7 600 265.00 
We éceve 205.00 225.00 230.00 235.00 
Commona, S82 or 48 No.1 No. 2 No. 3 


eer Ss 147.00 135.00 100.00 
REE “Wales te oaans 147.00 135.00 100.00 
Sugar Pine 
Selects 
S2 or 48 4/4 RW 5/4 RW 6/4 RW 
B&Btr. RL 300.00 300.00 305.00 
seounendl 27 285.00 295.00 
DP TRG ccoescess 255.00 255.00 260.00 
Shop, 828 No. No. 2 No. 3 
ecrecccees 165.00 125.00 85.00 
4 ae 165.00 125.00 85.00 
eae 165.00 125.00 85.00 


ditors. 


SOUTHERN PINE 


Vertical Grain Flooring 
&Btr. C D 
iw wainencene 190.00 180.00 160.00 


cenibceeees 165.00 155.00 115. 
1x6 eaguiee seat 200.00 190.00 150.00 
Drop Siding 
1x6 (Pat. #106).195.00 185.00 155.00 
1x6 (Pat, #116).195.00 185.00 155 
Boards & Shiplap 
1x6 1x8 1x10 1 
No. 1 ...135.00 135.00 140.00 18 
No. 2 ... 83.00 88.00 88.00 93.00 
NO. S wee F6.66 80.00 80.00 86.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


x 4 93.00 94.00 96.00 106.00 106.00 
6 89.00 89.00 90.00 100.00 100.00 
2x 8 92.00 92.00 94.00 100.00 102.00 
2x10 102.00 103.00 103.00 111.00 114.00 
2x12 108.00 108.00 108.00 119.00 124.00 
No. 2 Dimension 
2x 4 86.00 87.00 89.00 99.00 99.00 





x 4 9. 

ox 6 68.00 

2x 8 67.00 

2x10 67.00 

2x12 61.00 

REDWOOD 
Finish 

%x6 A&Btr Siding.............. 120.00 
x8 ABBtr Siding.....ciccceces 150.00 
%=x8 AG@Btr Siding. .......cccce. 185.00 
ee: OO eee 170.00 
eee eee 180.00 
eS OE eee ee 195.00 
po ee a ee eee 210.00 
po a A. ee eee 220.00 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18 are: 
Bev eled Siding, % Inch 
Clear me eal 


1%x4 inch ......° 95.00 83.00 75.00 
eES MCh .. nc 120.00 118.00 88.00 
%x6 inch ...... 155.00 143.00 120.00 
%x8 inch ...... 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 
ss: >see 210.00 98.00 160.00 
2 230.00 218.00 175.00 
fo ee 230.00 228.00 165.00 


Finish, B and Btr, S2S or 4S, 
6-16’ or Rough 
Sepa a ee oe ee 145.00- ~2et-2 .00 





ee Pe eee ee 

0 SE ee ee 185. 00 
Ceiling or Flooring, 
B and Btr., 9-16’ 

B&Btr. Cc D 
Saree 100.00 97.00 85.00 
Bee: evanseeanrens 100.00 97.00 85.00 
RED CEDAR SHINGLES 

Royal« 

| aa ee 13.00 

NEP E o digcs names + bes esc 9.50 

MUMMERS tke de Suns OW ala od ce 80 Hs 6.00 
Perfections 

SET oi ccc vive tacswn 9.25 

og Oo 5.25 

| oe, ie 5 ae 4.00 
NWN 

PE NE aicleueaeo ees dete 8.25 

Be PO EE 6) 6o'4:% aa oho meee Kies 5.25 

Bo See nw acdes cen wiee os 4.50 


ENGELMANN SPRUCE 


Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..103.00 105.00 105.00 107.00 
No. 3&Btr.. 82.00 84.00 85.00 84.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 72.00 72.00 72.00 78.00 78.00 

2x 6 69.50 69.50 69.50 72.50 72.50 

2x 8 69.50 69.50 69.50 73.50 73.50 

2x10 69.50 69.50 69.50 76.50 76.50 

2x12 72.50 72.50 72.50 76.50 76.50 
No. 2 Dimension 


2x10 64.50 64.50 64.50 64.50 64.50 

2x12 64.50 64.50 64.50 64.50 64.50 

(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No.’ 2. Mills 
do not grade out No. 3 Dimension sepa- 
rately as in fir.) 


WESTERN HEMLOCK 


Vertical Grain Flooring 
Rte 





Btr. C D 
Serre 150.00 140.00 100.00 
Flat Grain Flooring 
BE seneeseces --135.00 125.00 93.00 
BONO Ginseaene --+-155.00 150.00 100.00 


Drop Siding 
1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 
Sex4 .....000---105.00 100.00 60.00 
cee. snewes -110-120 105-115 90.00 
Boards and Shiplap i veer 


mes @ sae - 00 82.00 82.00 82.00 
mG. Soe 7.00 77.00 77.00 77.00 
= - 00 64.00 64.00 64.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 

77. 82.00 


2x12 68.00 68.00 68.00 68.00 68.00 
N . a 


er ee 54.00 
BMD © dcvlesie cub Gentieectecseveswe 53.00 
BE 2146 o paar tee econ sciwnelewenld 52.00 
ECE rere se 51.00 
SOEs  Keeceowues ec cccccccccccccce 51.00 





OAK FLOORING 


Clear Pim #§x2% #§x1% %x2 %x1% 
White --teres 165.00 145.00 135.00 


Oe sccokee 165.00 145.00 135.00 
Sel Plain 

White ..165.00 145.00 125.00 110.00 

Red ....165.00 145.00 125.00 110.00 
#1 Common 

White ..145.00 115.00 55.00 45.00 

Red ....145.00 ~ 115.00 55.00 45.00 


= Mixed .100.00 75.00 50.00 40.00 
15” Shorts 
#1 Com. & 
Btr. ....110.00 85.00 45.00 35.00 
#2 Com, .. 85.00 65.00 40.00 30.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 
Beveled Siding, % Inch 


Clear “—_ “_" 

ee. ae 70.00 68.00 50.00 
Teme SHCR 2... +s 80.00 75.00 55.00 
See MCR ....0. 100.00 88.00 75.00 
%x8 inch ...... 130.00 128 4 95.00 

Clear Bungalow Siding, % Inch 

MEE ara's «anes 170.00 168.00 130.00 
(fe 173.00 178.00 145.00 
kh. eee: 190.00 188.00 150.00 


Finish, B and Btr. S2 or 48, 
6’ to 10’ or rough 


Se eRe reer st iS 6 eine aaa 240.00 
BED 6H+006000 see seen secenneele 250.00 
ENE “4.0 Obie wa ehh qherws ee ease 250.00 
Ceiling or flooring, B and “— 9-16’ 
r. 
ae ---105.00 100.00 90.00 
PE. citawecinee el 120.00 115.00 95.00 


Discount on mouldings, 6-20’ odd 
lengths, 
Series 8,000— 

= under 4.00—list plus 35 per 


Listing 4.00 and over—list plus 35 


per cent, 
Clear asthe, 6-16", 5-16’ 
eae CEbbsiCeereeepbiiiee 1.50 
eee ee eee pines oeeee 
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EDITORIAL 


How’s Your Batting Average? 


At this year end perhaps we should take stock of some other things besides materials. 


Whatever method of inventory pricing you may 
use, you probably, as a general rule, place a con- 
servative value on your physical inventory. The 
same conservative basis should be used to measure 
the non-physical assets of your business. 

The following seven columns provide a check 
list of some non-inventory assets. In grading or 
appraising your company’s capacity and perfor- 
mance, it is suggested that you use the batting 
average method with 1000% as a perfect record. 


% % 

ADEQUACY OF 
FACILITIES___..... STOCKS Ee_sone ene 
er eer Lumber & Plywood ..... 
Adequacy of Plant _....... Jo l———— 
Adequacy of Equipment..... Metal Products ___........ 


Windows & Doors 


Adequacy of 
cee Garage Supplies 


Dry Storage 


eevee 


Adequacy of Capital ..... Teeuiauen lh sw 
Adequacy of Insurance ..... Board Products __....... 
Pere titséCg wg Harawoods «lh twin 


aula. Roofing & Siding 
re Floor Coverings 
eelelate Hard Materials 


Inviting Entrances 
Show Windows 
Interior Displays 


Efficient Counters _........ ae )=)3—(i—ttstésS em 
Housekeeping _...... Hardware ~~ ..... 
Shopping Conveniences ..... Sr 
Hest ROOMS = = §bcecs i ee 


mana Electrical Supplies 


oeeee 


Lighting 
How Modern 


ADEQUACY OF 
ADVERTISING 
Appropriation 
Brand Names 
Service “Packages” 
Hdatrs. Skilled Mechanics 
One-stop Service 
Building Industry Hdgatrs. 
Telephone Directory (All Depts.) ..... 


eeeee 


eoeeee 


Realtor Goodwill 
Finance Agencies 


Eee ee Best Customer of Contractor 
5 ee Educational Meeting 

| Reciprocity 

Interior, Exterior & Job Signs... Manufacturers’ Loyalty 
ee one hes Ce PG oS Wholesaler Loyalty 
DE Se | i ho Se ai Contribution to Association 


Professional Counsel 
Attracts Consumer Traffic 
Attracts Housewife Traffic 


If your final batting average for the year as 
you compute it equals or exceeds the best Amer- 
ican and National League records, your opera- 
tion has beyond average efficiency. 

It is suggested that you tear out this page 
after you have computed your year’s batting 
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INDUSTRY RELATIONS 


Contractor Loyalty 
Architect Goodwill 


Carpenter & Mechanic Loyalty 
Building Official’s Goodwill 
Sales Hdaqtrs. for Industry 


and Group Effort 
Competitive Sportsmanship 
Company’s Reputation 


For extraordinary performance and exceptional 
standing you might rate an individual item be- 
tween 750 and 1000%; for above average to 
superior performance, 500 to 750% for fair to 
average standing, 250 to 500%; and for little or 
limited performance, 0 to 250%. 

It is suggested that each item be given an effi- 
ciency percentage, that each of the seven captions 
be averaged, and that a general average be struck 
for all seven. 


MARKET 
COVERAGE 
New Home Market 
Home Improvement 
Market 
Farm Market 
Heavy Construction 


MAN POWER 


Sales Minded-ness 
Service Minded-ness 
Cost Minded-ness 
Profit Minded-ness 
Product Knowledge 


Work Habits _...... Industrial & Commer- 
Courteousness ....... cial Improvements ..... 
Helpfulness _...... Government Sales _........ 
Telephone Habits  _....... Industrial Sales _........ 
Friendliness = ...... Roofing & Siding Dept. ..... 
Cheerfulness  ..... Floor Covering Dept. ..... 
Enthusiasm 3 ...... Bath & Kitchen 
eee CS eS EE ee eee 
ssi) cl. “etalee Yard Fabricated Units ..... 
or Counter & Impulse 
Teamwork  __..... ee ee 
Executives’ Abilities ..... 

% % 


ADEQUACY OF 
SALES EFFORT 


One Outside Salesman Each 
500 Families 

Adequate Selling Tools 

Incentive Compensation Plan 

Holding Price Line 

Interdepartmental Sales of 
Related Items 

High % of Cash Sales (307) 

High % of Sales Billed to 
Consumers (70?) 

ae ce of Installment Sales 


eeeee 
owes 8 8=§. Eee ey | Te). ele 
eeeee S4aUMOUURLO VOLS 2£UUIS @ @ j «eee 
eeeee BSLOMUIVOE WVIIVOMSAVVUIL Fidil w«~6466% 
eeeee BAUME, 2 LILO Lelie 2 — lt 
eeeee 
cee... ORNS eeeLLlt—~—~—“‘_CSsNCtititststsC‘“(‘“‘i 
eeceee S246 48 0 Vi WEST VOGITS LOU.) «eae 
eeeee 
RL ee LS er a ee 2 
eee ee 


eT Le eee. 2. ke eee ee ee ee ee ee ee ee 


Preventing Direct Selling 

Getting Our Share of Volume ..... 

Suggestive and Creative Selling ..... 

Package Selling 

High % Net Profit on Sales 
Before Taxes (10?) 


eeeee 
eeeee 
eeeee 


average and file it with your stock inventory 
for future reference. 

We would welcome suggestions and comments 
as to whether we should repeat this feature next 


year. 
..... Art A. Hood 
57 
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INFLATIONARY FORCES: billions of additional buying power will be chasing a reduced volume of consumer goods, 


What’s Ahead in 19527 


Public’s buying mood—which can change 
overnight—important factor in inflationary picture; 
1952 will be a selling, not an order-taking year. 


Written specifically © 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





Shortages of a few critical 
materials will dominate the 
building industry in 1952. Some 
classes of construction are 
bound to get hurt. We must 
rely enormously on one of the 
industry’s greatest assets, its 
proverbial resourcefulness in 
difficult times. Substitute mate- 
rials and new methods will pro- 
vide the answer in many a 
tight squeeze. 

But as to the vast majority 
of building materials in 1952, 
they will be in ample supply 
or can be rapidly produced. To 
sell them, we need two things: 

(1) Recognition by Govern- 
ment that high-level civilian 
construction is a vital necessity 
for maintenance of the Ameri- 
can standard of living. This is 
a period of enormous popula- 
tion expansion that is giving us 
more than 214 million new 
people per year. Excessive 
belt-tightening makes no sense 
and merely weakens a defense 
economy whose expenditures 
are planned to take only 20% 
of the national output instead 
of around 45% as in World 
War II. 
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(2) We need sales and pur- 
chase policies that have in 
mind a clear picture of the 
publie’s future buying mood. 
People’s buying is immensely 
influenced by whether’ they 
think prices will rise, remain 
stable, or fall. The businessman 
must anticipate the public’s 
thinking. He must try to guess 
what prices will do and that 
involves a realistic appraisal 
of the depth, force, and direc- 
tion of the economic tides on 
which all of us float. 

Will inflationary forces surge 
forward again? Or are the 
brakes on tight enough to hold 
them in check? Are the 
brakes and controls clamped so 
tight that the great business 
machine that services the na- 
tional economy cannot properly 
perform its job? Is deflation 
rather than further inflation 
ahead? 


Businessmen Confused 


Most businessmen are badly 
confused. And no wonder! For 
years their ears have been 
deafened by the drum-beating 
from Washington announcing 
that the wolf of inflation is at 
the door. Yet during most of 
1951, inventories bulged and 
customers cooled. The cynical 
suspect Washington of using 
the inflation dragon for ulterior 
political purposes. 

But there is far more to it 


oon ileal 


Y W. C. BOBER 


Economist, Johns-Manville Corporation 


than that. Powerful inflation- 
ary forces are>facts that exist 
in our economy of today. Yet 
counter-inflationary forces are 
also facts. We can only get a 
true picture of the future by 
examining them objectively 
and determining the extent to 
which they offset each other. 

To understand what’s ahead 
for 1952 and beyond we must 
first have a clear picture of 
what has happened since war 
broke out in Korea in June 
1950. 

The explosion in Asia started 


an economic prairie fire that . 


swept the United States. People 
remembered the shortages and 
price inflation of World War II. 
They rushed out and bought, or 
nlaced orders for, everything 
they could lay hands on before 
prices went higher and goods 
got scarcer. 

They anticipated a far 
greater inflation than was 
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really ahead. By “they” is 
meant all of us—the govern- 
ment’s stockpilers, manufac- 
turers, jobbers, dealers, and 
the housewives. Because of 
what we did, inventories rose 
by about $17.5 billions in a 
space of a single year. This 
gigantic piling up of goods 
over and above current needs 
brought about a violent up- 
surge in prices, chiefly of raw 
materials. In due course there 
followed the reaction—weak 
and falling prices and unsold 
stocks that are still with us. 


Tremendous Postwar 
Production 


What so many of us forgot 
in this period of frantic buy- 
ing was the following: 

(1) America’s capacity to 
produce goods has risen spec- 
tacularly in the decade since 
Pearl Harbor. 

(2) It would be a long time 
before the defense program 
really got to work chewing up 
raw materials and producing 
payrolls on the grand scale. 
(3) Even when going full blast, 
the defense program was de- 
signed to take only 20% of the 
national output, not’ 45% as in 
World War II. 

(4) There would be no $50 
billion annual federal deficits, 
as in the last war, to enor- 
mously inflate the country’s 
money volume. 

(5) A large part of postwar 
buying of hard goods including 
housing, was due to extremely 
easy credit which Regulations 
W and X were to wipe out. 

World War II gave us an 
immense new producing plant, 
a lot of which was converted 
to make consumer goods after 
V-J. On top of that, during the 
five postwar years from 1946 
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ANTI-INFLATIONARY FORCES: the public’s swing from spending to saving in 1951 has proved a powerful brake. 


to 1950, we built the greatest 
civilian-goods plant in our his- 
tory. We spent over $53 billions 
on primary producing capacity 
alone, that is, on new and ex- 
panded-factories, mines, and 
power plants. On top of that 
again, in this single year 1951, 
we are spending an additional 
$18 billions for new producing 
plant and equipment, much 
though by no means all of it, 
for military hard goods. 

The result is that we can 
now match an outburst of de- 
mand for goods with a tidal 
wave of supply. That was far 
less true at Pearl Harbor time. 
When the buying spree broke 
out after Korea, America’s 
tremendously-expanded and ul- 
tramodern producing plant 
swiftly went into action and 
soon broke the back of the 


buying boom. 


Defense Spending Slow at First 


The new defense equipment 
is far more complicated than 
the military machines of World 
War II. Nearly $100 billion 
has been made available for 
defense, including foreign mili- 
tary aid. Contracts have been 
let for about $45 billions but 
designing and tooling-up took 
a lot of time. By the end of 
October only about $14 billions 
of military goods had been 
made and delivered. 

Thus, we heavily overesti- 
mated the role defense would 
play in boosting the demand for 
goods in the year 1951. 

During World War II there 
were three years in each of 
which Government spent over 
$50 billions more money than it 
took in. These gigantic deficits 
were largely financed through 
the banks. It was exactly like 
starting up the printing press 





on a grand scale. New dollars 
by the tens of billions were 
spewed out each year and that 
of course is the very essence 
of inflation. 

That is the sort of fiscal pic- 
ture many of us had in mind 
during the post-Korea buying 
spree. But nothing like that 
happened. After the end of the 
world war, the American people 
had kept right on paying huge 
taxes. The wartime tax struc- 
ture was never really dis- 
mantled. As a result, govern- 
ment took in $53.4 billions in 
cash in the year ending June 
30, 1951. This is three-and- 
half times as great as the $15.1 
billions of receipts in year end- 
ing June 30, 1942 which in- 
cluded Pearl Harbor. 

There was no multi-billion 
dollar deficit when the govern- 
ment closed its books on June 
30, 1951. On the contrary, the 
year showed a cash surplus of 
$7.6 billions in excess of ex- 
penditures. No need therefore 
in 1951 to manufacture new 
dollars to bid up prices. The 
danger. of that lies ahead. 

At the same time, the 
national economy took some 
positive and powerful measures 
to control credit. The Federal 
Reserve banks pulled the props 
from under government bonds 
at par so they could no longer 
be so profitably turned into 
ready cash and bank loans. 
That helped tighten up mort- 
gage money. 

Regulation W and Regulation 
X imposed much bigger down- 
payments and shortened the 
payment periods. Bankers 
carefully scrutinized loans. As 
a result, it became harder to 
do business with borrowed 
money. Don’t forget every boom 
we ever had in American his- 
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Tubular Locks 


Nationally advertised 


FAST SELLERS! 





@ Dealers throughout the country have profited 
from Corbin advertising in ‘51. They have told 
us of customers who have come in specifically 
to buy the products we've advertised in The 
Saturday Evening Post, American Home, Small 
Homes Guide, House Beautiful’s Maintenance 
and Building Manual, Better Homes and 
Gardens’ Book of Building, American Builder, 
Practical Builder, and leading architectural 
publications. 


Your customers, like others, prefer to buy 
brands they know. That’s why it pays to have 


fast-moving Corbin items always in stock ... up 


front where more people will see and buy them! 


Corbin offers you a complete line of fine hard- 
ware — all the hardware to equip a building! 





GOOD BUILDINGS DESERVE GOOD HARDWARE 


CUDIN 


P. & F. CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut, U. S. A. 








Night Latches 


Door Closers 
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tory has been based on easy 
credit. 


Public’s Buying Mood Changes 


As these things developed 
people began to realize two 
things: First, there were plenty 
of goods for everybody who 
had the money. Secondly, it 
was loan money rather than 
goods that threatened to get 
scarce. That stopped the flight 
from money to goods. Money 
became too valuable to spend 
recklessly. 

The public buying mood 
changed abruptly around the 
middle of March. In the first 
quarter, people were saving 
less than 4% of their income. 
In the 3rd quarter, they were 
saving almost 9%. That meant 
that tens of billions of dollars 
of public buying power were 
being withheld from the mar- 
ket. This switch of the public 
from spending to saving has 
proved one of the most power- 
ful brakes on inflationary 
forces. 

With this picture of what has 
happened we are now on much 
firmer ground in appraising the 
outlook for 1952. It is of first 
importance to answer the fol- 
lowing question: 

Are inflationary forces still 
powerful? “Yes, indeed! 
Basically much more so than 
in 1951. The defense program 
is rapidly getting into the mass 
production stage. Very soon it 
will really be chewing up raw 
materials and producing 
bulging pay envelopes by the 
millions. 

We are now switching from 
producing military hard goods 
at the rate of $19 billions as in 
1951 to around $45 and $55 
billions or more in 1952 and 
1953. When you produce that 
much goods you are also gen- 
erating an equivalent amount 
of buying power in the form of 
wages, salaries, and profits. 
But this buying power cannot 
be mopped up by the goods it 
produces because these goods 
are guns, planes, tanks, etc. 
— can’t be sold on the mar- 
et. 

This $45 or $55 billions of 
buying power is therefore hot 
money. It chases other con- 
sumer goods and_ therefore 
tends to bid up prices. True, 
taxes reduce the volume of the 
public’s buying power but our 
tax system is badly designed 
to pinpoint the guy who gets 
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the fat pay envelope at the de- 
fense factories. There will be 
lots of hot money bidding for 
goods in 1952. 

In 1952 tens of billions of 
dollars of additional consumer 
buying power will be chasing 
a reduced volume of consumer 
goods—reduced because the al- 
location of short metals won’t 
permit the same number of 
cars, refrigerators, houses, etc. 
to be built as in 1951. That is 
an inflationary situation. In 
fact, it is at the very root of 
the inflationary situation as it 
will exist in 1952. We will be 
in a car coasting down a steep 
hill that would run away if the 
brakes didn’t hold. 

But there is no cause for be- 
lieving the brakes won’t hold in 
1952. The brakes are very 
powerful. Let us examine them 
in the light of the study we 
just made of what happened 
in 1951. 


Large Inventories in 
Many Lines 


Our producing plant is now 
so enormous and efficient that 
consumer goods soon will come 
out of our ears when run full 
blast in answer to increased 
demand. That is the most pow- 
erful of all the anti-inflationary 
brakes. Moreover, we start the 
year 1952 with still large in- 
ventories in many lines all the 
way from government stock- 
piles and factory warehouses 
to the housewife’s shelves. 

We still have credit controls, 
considerably eased by Congres- 
sional action since last August, 
but much stronger than before 
Korea. Besides, they can be 
rapidly tightened up again if 
prices get out of line. Finally, 
the public is saving money in a 
big way these days and that 
also is one of the most power- 
ful of all  anti-inflationary 
brakes. 

Thus, the fundamental forces 
that make for inflation seem 
likely to be checkmated for 
some time by the brakes that 
look pretty strong right now. 

But it would be extremely 
foolish to underestimate the 
heavy groundswell of inflation 
that underlies the whole situa- 
tion. 

Inflation can and will find 
new allies in 1952. The big in- 
ventories of early 1951 are be- 
ginning to shrink and while 
still excessive in some lines are 
by no means so in other lines, 


given the steady rise in public 
buying power. A new wave of 
wage boosts is brewing. That 
makes for both cost-inflation 
and demand-inflation. 

Unlike 1951, there will be a 
federal deficit in fiscal year 
1952, though probably not over 
one-tenth of World War II 
magnitude. But defense ex- 
penditures are planned to reach 
a peak of over $56 billions in 
the third year after Korea, that 
is, in the period from mid 1952 
to mid 1953. During that 
period we are likely to have a 
very large deficit perhaps 12 
or 18 billions, and if the bulk 
of it is financed through the 
commercial banks it will inject 
billions of new dollars into the 
spending stream. 

The so-called plateau of de- 
fense expenditures may turn 
out to be a myth. Expenditures 
for armaments have a habit of 
growing and growing. We 
don’t really know at all as yet 
what the rearmament of 
Europe will cost us. A single 
new incident abroad can flash 
a new huge wave of buying in 
the United States. As long as 
the public saves as big a pro- 
portion of its income as today, 
the tide of inflation is up 
against a mighty barrier. But 
the public buying mood can 
change overnight. , 

But given no rise in tem- 
perature of the international 
situation, it is likely that the 
might of our industrial goods- 
producing machine and _ the 
chastened buying mood of the 
public, will dominate most of 
1952. That means we will all 
have to go out and sell goods 
instead of taking orders. That 
applies from _ stickpins to 
houses and brings us to 
housing and the construction 
industry. 


- Metal Shortage Situation 


We had a tremendous boom 
year in 1951. Probably around 
$29 billions was spent on new 
construction. Volume will be 
decidedly smaller in 1952. 


_Searcity of structural steel will 


cut badly into the larger com- 
mercial and apartment-house 
projects. Even industrial, util- 


ity, school, and _ institutional 
construction will feel the 
shortages. 

The steel and aluminum 


shortages are expected to ease 
in the second part of 1952, al- 
(Continued on page 126) 
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HOUSING will be, as usual, the major source of dealer 
business in 1952. And the emphasis will be houses.costing 
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under $12,000. But for added volume and profits promote 
the other eleven dealer market areas. 


Promote Twelve Market Areas in 1952 


Deciding what markets to push and then know- 
ing how to promote those markets will have an impor- 
tant bearing on what volume and profit figures are writ- 
ten into the books a year from now. Plan now what to 


do in 752. 


In brief, housing will still be the big cut of pie for the dealer in 


aa But the whole housing problem will be tougher than ever to 
solve. 


Demand will have to be met despite government fiat to the con- 
trary. But the government will be making it tough—tough on unit 
size, tough on financing, tough on materials of some kinds. 


So don’t overlook other dealer market areas while worrying out 
solutions to providing houses. Lots of the profit and much of the 
volume may lie in those other markets. 


Analyze your extra or bonus markets and plug them hard in 
1952. 


Rural dealers will as usual find farmers a major market. 
Farmers, in fact, will have lots of cash and will tend to forget 
the wait-and-see attitude they exhibited in 1951. 


Each of the twelve major 
market areas open to the retail 
lumber and building products 
merchant will offer wide op- 
portunity for both big volumes 
and satisfactory profits in 1952. 
It is likely that volume will 
have to be increased to main- 
tain the same dollar profit ex- 
perienced in 1951. 

Taxes, labor, overhead and 
most other operating costs will 
continue to mount slowly in 
1952, although the cost of some 
materials may stand level and 
in some cases even recede 
slightly. The over-all effect will 
certainly demand renewed 
effort to promote each of the 
twelve market areas if the 
above-mentioned volume and 
dollar profit figures are to hold 
true. 

Check the following markets 
in the light of your local condi- 
tions. Then hit the best ones 
hard in 752. 
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THE MARKET CURRENT STATUS WHAT TO DO IN ‘52 





Higher taxes, labor short- 
ages, defense and armanent 
spending, less cash equities, the 
necessary higher cost of hous- 
ing, and credit restrictions will 
work more effectively to cut 
down starts. 

Dealers should plan to stress 
lowest possible house costs 
through pushing shell houses, 
introducing “sweat equity 


With 1951 now apparently in 
as the third “million start” 
year in the industry’s history— 
and that despite all government 
efforts to the contrary—the 
question is, how did it happen? 
It happened because there was 
more cash money, more demand 
for housing and more ability 


and drive in the light construc- * Be F 
tion industry than a whole hat plans,” designing new, cheaper 


full of regulations could keep sow aivsiaee eek ana ts as 
the lid on. solve prospects’ financing prob- 
lems. 





























This business is good busi- 
With ’51 turning out to be | ness. In ’52, every dealer should 
another record breaking house | exert all-out effort to promote 
year, the home improvement | and sell the home improvement 
and maintenance market turned | and maintenance markets. Cre- 
out to be big business also. But | ative, practical] advertising 
as usual much of this business | should be beamed with a power- 
was self-generating. With many ful sales slant directly at new 
notable exceptions, the light | roofs, new paint jobs, new 
construction industry hasn’t | rooms, and maintenance sales, 
yet applied the full pressure | to name a few. Most of these 
of advertising and promotion to | jobs require little if any re- 
developing this sales area. ~~ material. Hit ’em hard 
in ’52. 












































Farmers are going to have 
more cash again in ’52. With 

Although sales of building record-breaking government re- 
materials to farmers have been | Quests for grain crops and ani- 
big and important this year as | mal production, the farmer is 
usual, it is true the farmer has | fast getting over his jitters 
watched his pennies somewhat ; about a nose-dive in prices. 
more closely in recent months. | Push the farm market hard in 
There has been something of a | '52. Portable buildings built 
leveling off of most farm prod- | in your yard—and all other 
uct prices compared to the gen- | Schemes you can devise to help 
eral price index. Farmers have | your farmer customers save 


had a-wait-and-see attitude. labor—will be important in 
building your farm sales 
volume. 











Be on Med more on 
big boys in the construc- | Of the heavy type in 52. An 

Phra in. Soe ‘ton been kept | it'll keep turning up in unlikely 
occupied throughout the year— places. If it turns up next door 
but lumber dealers—as usual | t© your country yard be ready 
—have generally ignored this | t set acquainted with the pur- 
source of business in favor of | Chasing agent. Supplying a big 


: * | contractor with just his in- 
gl and more profitable busi cidental every-day building ma- 


terial needs can run into big 
dollar volume. 
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CANADIAN Forest Propucts LIMITE 


THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 
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EBURNE SAWMILLS DIvIsION 
VANCOUVER, B.C. 











DARGAN 0fwjcr‘e? LUMBER 


FINISH 


Pine logs are unloaded by a 40-ton, 115 foot 
derrick for conversion into “Superior” lumber 
at the South’s most modern plant—Dargan 
Lumber Mfg. Co. 


We welcome your inquiries for listings, prices 
and descriptive literature. Write Box 406-C. 


DARGAN LUMBER MFG. CO. 


Gang Mill — Dry Kilns — Planing Mill 
CONWAY, SOUTH CAROLINA 
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Lock line of distinctive hardware. The reason lies with the recently-intro- 
duced (yet, already nationally known) NATIONAL LOCKset.. Like other 
ASK YOUR quality National Lock products, NATIONAL LOCKset embodies many 
SUPPLIER exclusive features that create outstanding consumer demand. Ask your 
supplier about them... then join the thousands of hardware and building 
supply outlets who are ‘cashing in’ on this newest member of the National 
Lock family. Write for descriptive NATIONAL LOCKset catalog NOW. 
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THE MARKET 


CURRENT STATUS 


WHAT TO DO IN ‘52 











Another of those taken-for- 
granted markets that was ac- 
tually taken for granted by 
many dealers in 1951. This 
business was good in 1951 be- 
cause demand was good. Too 
few dealers were doing a full- 
fledged promoting job. 





Extra effort to cultivate this 
market area in 752 will pay off 
because: 1) demand for build- 
ing materials for shop, store 
and factory maintenance will 
remain high and probably in- 
crease and there will be 
increased demand for products 
and parts dealers can make in 
their shops; and 2) frequently 
dealers can sell the materials 
they have in supply, letting the 
commercial customer find hard- 
to-get materials on his own. 


























Speciality markets in 1951 
have been on a par with other 
markets in the dealer area of 
operation. Biggest news was 
that in nearly every case, 
speciality markets were unaf- 
fected by material shortages. 
Consequently alert dealers 
made many profitable sales of 
such items as outside cellar 
doors. 





Standard speciality items of 
building materials always 
move. Where metal shortages 
are likely to be a factor, keep 
to the top side of inventory re- 
quirements. Plan to stock and 
promote specialties that make 
complete sales in themselves. 
The new folding type doors are 
an example of this type of sale. 
These sales help build volume 
and are profitable too. 








One of the outstanding de- 
velopments in the retail lumber 
and building materials busi- 
ness. Dealers continued to ex- 
pand and refine every type of 
package sale from fences to 
whole houses. Enlargement of 
the concept of the package sale 
in the past few years to include 
building materials, labor and 
financing is one of the great 
merchandising stories of the 
postwar years. 


Continue to promote and en- 
large the package sale market 
in ’52. This is the type of sale 
that competes effectively with 
other consumer businesses. 
When the dealer offers the con- 
sumer a garage, new kitchen, 
or new house wrapped up in a 
package that delivers a com- 
plete building or room ready 
to use, he can wean sales away 
from other competitors for the 
consumer dollar. 
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“Build it yourself” is an- 
other market area that con- 
tinued rapid expansion in many 
dealer sales prugrams. With 
high costs of skilled labor—and 
its occasiona] unavailability 
when needed—many home own- 
ers, as well as hobbyists, have 
boomed the sale of building 
materials for use in many types 
of building and remodeling 
projects. 





This market can be expanded 
even further in ’52 through di- 
rect advertising promotion and 
through the dealer providing 
practical information for 
“build-it-yourself” customers 
and prospects. One suggestion 
is to have a “build-it-yourself” 
salesman whose job includes 
going out to the job site to give 
advice. This business can also 
lead to profitable sales of hand 
and power tools. Promote it! 
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6 | Non-Construction Uses 
of Building Materials 


A market that is sometimes 
hard to define, it is typified by 
the large amounts of material 
that promotion-minded dealers 
sell to hobbyists alone in a 
twelve month’s period. But the 
hobby field is only field that 
dealers are plugging. 


Use your ingenuity in ’52 to 
move more materials through 
this market area. Promote and 
advertise hobby uses of build- 
ing materials more intensively. 
But don’t stop there. Keep 
your shop men busy in their 
spare moments building ping- 
pong tables, shadow-boxes, 
cold-frames and other’ such 
items. Build pallets for indus- 
try. Sell roofing to protect 
fresh cement and strawberry 
plants. Use ingenuity. This 
business carries full markup. 





Appliances have played a 
definite part in package sales 
of both homes and remodeled 
kitchens. Some dealers just 
don’t fit into the appliance pic- 
ture—but on the other hand 
more dealers have found how 
to fit appliances into their sales 
picture without becoming in- 
volved in competitive bidding. 


The lumber dealer—when he 
handles top quality merchan- 
dise and uses package selling— 
is in a position to skim the top 
business on this market. We 
suggest that you stay away 
from the competitive sales—go 
after the quality sale. The 
dealer who promotes or helps 
promote a low-cost housing de- 
velopment is in an excellent 
position to tie in the sale of the 
major appliances. With some 
question as to total housing in 
1952, promote appliances. 








11 Impulse and Counter Trade 


An area of sales where. the 
lumber dealer has made out- 
standing merchandising ad- 
vancement in recent years, 
1951 marked the high point to 
date in the use of impulse and 
counter business to both to 
build prospects for major sales 
and as a source of profits itself. 
Widespread use of consumer, 
impulse selling offers proof of 
the long ways the lumber and 
building products merchant 
has gone down the road of suc- 
cessful merchandising. 


Keep the ball rolling in ’52. 
We suggest dealers make inten- 
sive studies of how to place 
counters to attract attention, 
how to suggest additional sales 
based on the original sale, how 
to use the sale of a paint brush 
to discover if major remodeling 
sale is a possibility. In other 
words, continue to make better 
and better use of your impulse 
and walkin trade as a means 
of promoting bigger sales. Read 
AL&BPM for ideas. 
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12 Seversinanh Sales 
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This field of sales was not 
available to many dealers in 
1951 and where available was 
generally not in volume. How- 
ever, where it has been avail- 
able, alert dealers have found 
og volume and profit desir- 
able. 





This business at the dealer 
level—where_ individual sales 
are frequently small enough so 
that bids are not required— 
takes personal contact to know 
purchasing officers buy, what 
they are going to want, and 
how. This business takes con- 
stant attention—but it fre- 
quently proves profitable and 
results in volume. There should 
be more business available to 
more dealers in 1952. 








Defense Will Cut Materials Output ~ 


Brass and copper to lead critical list; retail deal- 
ers will find other materials in adequate supply during 


1952. 


Rearmament, is of course, 
one of the huge factors outside 
of our own front gate that will 
do a lot of business manage- 
ment for us in 1952. From 
where we sit it looks as though 
one of those turning points in 
basic policy for this country is 
coming down the road. 

Early this year Congress and 
the public were told that we 
could have both military se- 
curity and civilian prosperity; 
the familiar guns and butter 
philosphy. A witness of high 
rank blithely testified before a 
Senate sub-committee that 
within two years our plane con- 
struction would reach 50,000 a 
year and shortly after that 
would double. The Air Force 
officially, several weeks ago, let 
out a shocking fact: 

U. S. aircraft production is 
now lagging a full year behind 
schedule. Aircraft builders 
blame the disgraceful perfor- 
mance on the Administration’s 
reluctance to disturb the civil- 
ian economy. They can’t get 
materials, skilled workers or 
essential equipment. Their pri- 
orities for materials just aren’t 
working. Obviously the guns 
and butter theory is headed for 
drastic overhaul. 

It is a rather safe guess that 
all rearmament schedules are 
now being critically examined 
and that arms production will 
be increased during the next 
year and a half. The situation 
is well below' the safety point 
and beyond party bickering. 


Metals Short for Building 


However, stepped-up weapon 
production isn’t likely to put 
any destroying grip on the sup- 
plies of building materials used 
in light construction. Make an 
exception of brass and copper, 
which will be short; and brass 
is mighty important in plumb- 
ing. Steel specialists continue 
to say the shortage of their 
metal is about over. 

There should be plenty of 
lumber. Could be trouble with 
building credits, since they’re 
particularly exposed to some 
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fairly erratic controls. Of 
course there’ll be ample money 
for defense area building; and 
there’ll not be any scarcity of 
credits for other areas, but 
those controls may get in the 
way. 


Johnston Wanted 500,000 
Homes 


Retiring Economic Stabilizer 
Johnston, before he quit, re- 
peated his advice that 1952 new 
housing units be limited to not 
more than 500,000. The Johns- 
ton idea is not primarily to 
conserve materials, although 
that’s involved. He thinks a 
big housing program will mean 
excessive inflation. 

Defense Mobilizer Wilson 
doesn’t see it that way. He 
thinks the number of houses 
built should be determined by 
the amount of materials that 
can be spared for the purpose; 
continues to mention 800,000 
starts as a pretty good num- 
ber, unless of course special 
shortages appear. 


Higher Prices, More 
Production? 


Wilson and Price Stabilizer 
DiSalle, according to published 
stories, have been exchanging 
pungent tuts and haws over the 
Wilson policy of jacking up 
prices to get more production. 
Genial Mike claims the prices 
get hiked, production doesn’t 
increase, but the H C of L gets 
notably H-er. 

When Alan Valentine gave 
up the ESA, last winter, it was 
chiefly due to a couple of fac- 
tors that couldn’t be made to 
work together. One was the re- 
quirement in the law to control 
and stabilize prices and wages. 
The other was big union labor 
that refused to be controlled or 
stabilized. When Eric Johnston 
landed in the middle of the 
crisis, he promptly froze ’er 
up. That would be GCPR. 
Then with equal promptness he 
began to thaw ’er out; probably 
the only practical thing that 
could be done. 

It’s been a_ tempestuous 
turn. . . Recently Price Stabili- 








BY ROBERT_Y. KERR 
Washington Correspondent 


zer DiSalle has made some 
moves to get up steam in the 
Capehart and Herlong boilers; 
but if they do start to roll, the 
Stabilizer isn’t sure where 
they’11 go or what'll happen 
when they get there. When Mr. 
Johnston announced last month 
that he was quitting, he could 
point with some pride to the 
fact that the price index had 
advanced but 5.1 points during 
his time in office. He predicted, 
however, that the new control 
law, something he says makes 
the administration of controls 
impossible, would cause the in- 
dex to advance up to 15 points 
during the coming year. 


Steel Deadlock 


Well, the big unions are still 
shoving wages up the spiral; 
something you may as well 
count on. Under the Wage 
Board formula, the steel work- 
ers are entitled to an increase 
of five cents an hour. The edu- 
cated opinion is that they’ll 
refuse to take less than the 
fifteen cents the UAW got; also 
that the Wage Board “can’t say 
No!” and will yield. It’s a ques- 
tion if the WSB can survive 
such a defeat; and apparently 
its destruction is one objective 
of the big unions. Philip Mur- 
ray doesn’t really seem to be 
like that. But he’s a captive of 
events; is definitely on a spot. 

All these advances are re- 
flected in prices; make selling 
harder. Livingston, of the 
Washington Post, says, “Cus- 
tomers are sensitive these days 
to price advances. . . Household 
budgets haven’t their former 
elasticity.”’.«. 
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novoply 


Lumber dealers! oe ~ 





Here’s the most modern and versatile forest 
product developed in years! It’s real wood — yet 
unlike anything you’ve ever seen. It’s the flattest 
paneling ever produced — virtually warp-free. Light 
in weight . . . spectacularly beautiful . . . priced 
right, to be one of your biggest sellers. 


Novoply is an ideal NEW material for fixtures... 
wall paneling . . . sliding doors. . . really distinctive 
built-ins . . . and many other building uses still to 
be developed. 


Novoply can be easily worked with ordinary 
woodworking tools. It can be sawed, screwed, planed 
. stained, painted, veneered . . . or left natural. 


You’ll have to see this new wood paneling...and 
feel it... before your imagination can fully grasp 
its great possibilities for you and your customers. 


So send for a sample of Novoply and new de- 


scriptive booklet... today! 
*T. M. Reg. Patented: Other Patents Pending 





: “UNITED STATES PLYWOOD CORPORATION = 4-4.-12-15-51 
_ 55 West 44th Street, New York 36, N. Y. 


2 4 Please send me a sample of NOVOPLY and descriptive 
- booklet. 
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PAUL STANDS ASTRIDE the Rainy River, which separates the United States 
and Canada. Len Costley, six and a half-foot plant guard at Minnesota and 
Ontario Paper Co., International Falls, Minn., is dressed as Paul Bunyan. Costley 
dressed as Paul Bunyan is a popular convention figure. 


Paul Bunyan--Advertiser’s Dream 


The true story of how the lumber industry’s 
great folklore character became famous—and helped 
his client, the Red River Lumber Co. become famous, 
too, through the advertising pages of American Lum- 


berman. 


Everybody has heard of Paul 
Bunyan, the great American 
myth of the tall timber, but 
how many people know what 
made Paul really great—how 
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he got to be a big shot? 
Advertising. It’s as simple as 
that. Unlike the Kremlin, 
American Lumberman will not 
claim credit for creating Paul 





Bunyan, but this publication 
does lay claim to spreading his 
name and fame until it became 
a household word meaning big, 
strong, powerful and 100% 
American. 

It was an advertiser’s prob. 
lem back in 1914 which started 
Paul Bunyan on his way to 
fame. The advertiser was the 
Red River Lumber Co. in Min. 
neapolis. The company’s prod- 
uct, pine, was well known ip 
the Mississippi Valley. The firm 
was about to start a California 
operation and its problem was 
two-fold: 


1—To notify eastern buyers 
of this new, big source of lum- 
ber supply. 


2—To make buyers of white 
pine aware of the quality of 
California pine. 


Archie D. Walker, a director 
of the Red River Lumber Co., 
and a free-lance ad_ writer, 
W. B. Laughead, agreed that 
what was needed was a slogan 
or symbol that would tie the 
Red River Lumber Company 
with big production and the 
traditions of white pine. 

“How about Paul Bunyan?” 
asked Walker after he and 
Laughead had discussed many 
themes. Laughead, who was 
both writer and artist got busy. 
The result was a small booklet, 
now a collectors’ item, “Intro- 
ducing Mr. Paul Bunyan of 
Westwood.” The booklet, which 
carried straight copy and a few 
pictures and stories of Paul 
Bunyan’s feats were mailed to 
prospects and distributed by 
Red River’s salesmen. The pro- 
motion was a flop. No one, it 
was discovered, had heard of 
Paul Bunyan, except loggers. 
He was a nobody to manufac- 
turers, wholesalers and retail 
lumber dealers. The new prob- 
lem was to make Paul Bunyan 
famous—and fast. 

Direct mail and salesmen’s 
contacts were too slow. A media 
to blanket the market was 
needed. That media, it was de- 
cided, was American Lumber- 
man. D. J. Eichoff, advertising 
manager for American Lumber- 
man, was called to Minneapolis 
and worked out an advertising 
schedule in American Lumber- 
man for the Red River Lumber 
Company. 

The theme of the campaign, 
which ran for 30 years, con- 
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Proof of ad appearing in May 2 and May 16, 1942, issues of the American Lumberman 





‘THE FRONT 
IS RIGHT HERE” 


says, Paul Bunyan, “and you are fighting the Axis at your post in the 
logging woods. The War Machine needs lumber,—lots of lumber. 
They can't use growing trees, my boys, so ROLL 'EM IN.” 


MEMBER WESTERN PINE ASSOCIATION 


Fane Ueodeork EMBER WOOD FOR VENETIANS ASSOCIATION 








PRODUCERS OF WHITE PINE FOR THREE GENERATIONS” [rr 
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TYPICAL AD featuring Paul Bunyan speaking for Red River Lumber Co. This 


ad shows Paul helping the war effort. 
in American Lumberman for 30 years. 


sisted of a Paul Bunyan car- 
toon and copy setting forth the 
value of California pine and the 
vast resources of the firm’s 
operation. Full-page ads car- 
ried the story until the manu- 
facturing side of the business 
was liquidated in 1945. Laug- 
head became a full-time em- 
ploye of the company and drew 
Paul Bunyan sketches as long 
as the company lasted. 

Laughead attempted with his 
pen to associate Paul Bunyan 
with Red River so that the two 
became synonymous in the 
mind of the reader as signify- 
ing efficient service, quality 
product and big production. 
Paul’s face and the words 
“Paul Bunyan’s Pine” became 
the patented trademark of Red 
River. 


BuILDING Propucts MERCHANDISER 


The advertising campaign ran regularly 


American Lumberman was 
later joined by Mississippi Val- 
ley Lumberman in keeping the 
Paul Bunyan advertising theme 
before the lumber industry. 
The trade magazine advertising 
was supported by the Red 
River Lumber Co. by frequent 
references to Paul Bunyan in 
routine business correspond- 
ence. Paul was treated as a liv- 
ing character, producing for 
Red River. Customers caught 
the idea and inquiries, orders, 
complaints and compliments 
carried references to Paul 
Bunyan. 

The public first became 
acquainted with Paul Bunyan 
in 1922 through the book 
“Paul Bunyan and His Big 
Blue Ox.” The first printing of 
10,000 copies was: mailed to 






Coe 


-B Neri 


THIS PAUL BUNYAN trademark is 
now featured in each ad run in Amer- 
ican Lumberman by the Paul Bunyan 
Lumber Co., Susanville, Calif. 


lumberman with no. thought 
that it would appeal to anyone 
else. But it did. In 22 years 
there have been 12 editions 
totaling 110,000 copies. Trans- 
lations have been made in 
Czech, German and Norwegian. 

Book reviewers started Paul 
Bunyan on the road to success 
in the literary world. Writers 
came out with magazine arti- 
cles, children’s books, poetry 
and syndicated comics about 
the legendary figure of the tall 
timber. 

A I11-page bibliography of 
Paul Bunyan writings was pub- 
lished by the American Journal 
of American Folklore in 1942. 
The list includes 17 full-length 
books, five of them in poetry; 
in addition several plays, bal- 
lets, statues and paintings have 
used Paul Bunyan as their in- 
spiration and theme. 

Convies of “Paul Bunyan and 
His Big Blue Ox” have been sent 
upon request to Henry Ford 
and President Roosevelt; the 
Byrd _ Antarctic expedition 
introduced the book to libra- 
rians in New Zealand and 
Australia. The book was never 
copyrighted and writers were 
encouraged to use the material. 
One result was that Paul 
Bunyan became so closely asso- 
ciated with Red River Lumber 
Co., that some critics claim 
that he never was a genuine 
figure in American folklore, 
but simply created by an adver- 
tising writer’s brainstorm. 

Laughead says his knowledge 
of the tales he tells goes back 
to 1900. Other writers about 
Paul Bunyan have used many 
of the key stories told by Laug- 
head and have added others of 
their own. The tales which have 
been told in lumber camps 
from coast to coast originated 
about 100 years ago, but Laug- 
head was the first to put them 
on paper. 
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ALL PRODUCTION AND SHIPMENT RECORDS were broken in the Douglas 


fir region in 1951. 


Outlook for Douglas Fir 


Record-smashing demand in 1951 expected to 


carry through 1952. 


Written specifically 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





Most lumbermen out here 
figure that the national election 
will have a considerable effect 
on business in 1952. They are 
not discounting the power of 
master minds in London and 
Washington to influence their 
business. 

There is conservative opti- 
mism in the Douglas fir region. 
Lumbermen believe the same 
factors which have created a 
record-smashing demand for 
Douglas fir lumber in 1951 will 
carry through next year. 

Here is the basis for their 
reasoning. For three straight 
years the nation has built over 
a million non-farm homes a 
year. Every sign points to 
another record year of home 
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construction in 1952; around 
the million-home mark. 


A good export market 
plus a booming domestic mar- 
ket in timbers and_ struc- 
tural items, undoubtedly influ- 
enced by a_ shortage of steel, 
has created a demand for cut- 
ting business which promises to 
extend through 1952. We an- 
ticipate that demand for Doug- 
las fir and other West Coast 
woods for industrial and com- 
mercial use next year will com- 
pare favorably with the fine 
business we enjoyed this year. 


There is evidence that farm- 
ers throughout the country will 
step up farm-home and serv- 
ice building. Fear of future 
shortages and excellent current 
financial conditions couple to 
strengthen this belief. 


Douglas fir producers are 
geared to handle all reasonable 
domestic requirements of the 
nation and in addition are suc- 
cessfully supplying the pecu- 
liar and difficult specifications 








BY H. V. SIMPSON 
Executive Vice-President, West Coast 
Lumbermen's Association 


of the military services and 
various defense agencies. Some 
of the military lumber needs 
are extremely tough to fill, but, 
so far, we have been able to 
take them in stride. 

These factors give support to 
our belief that 1952 will con- 
tinue the strong demand for 
lumber from our region: 1) 
highest employment at the 
highest wages in history, 2) 
most valuable farm crop in his- 
tory, 3) largest industrial pro- 
duction in the nation’s life, and 
4) inflationary influences. 

The people have the money 
to spend and the desire for new 
homes. Industry in general has 
huge order files and the need 
for an expanding physical 
plant to care for this new busi- 
ness. Military and defense 
needs are still on the upswing 
and will probably continue 
mounting at least through 1952. 
Farmers have the money and 
the encouragement to improve 
their living conditions and re- 
place obsolete buildings. 

While the emphasis in the 
Douglas fir industry in recent 
months has been on cutting 
business, as every mill with the 
logs to make timbers has 
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Ozan sends you the 
best of good wishes 
on this — its 61st 
Christmas. Our thanks for the business 
placed with us the past year. 
Throughout the coming year we assure 
you continuance of Ozan’s well- 

known standards — finest of 

Arkansas Soft Pine, accurately graded, 
dry, bright lumber with true, 

straight edges and square 

ends. We trust that in 1952 you 

will continue to standardize 

on famous Ozan Arkansas Soft Pine. 


OZAN LUMBER CO. 
PRESCOTT, ARKANSAS 


Ozan Arkansas Soft Pine 


BuILDING Propucts MERCHANDISER 
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turned their attention to these 
items, we still have not slacked 
off our attention to regular 
business. Mills have kept their 
production of standard items 
at high level. 

The year just ending will 
see all records for produc- 
tion and shipment broken for 
the Douglas fir region. Through 
the first 10 months of 1951 we 
far outstripped production for 


the previous year which was - 


our record breaker. Our mills 
in the Douglas fir region cut 
9.510 billion board feet in 10 
months and on the basis of 
estimated production for No- 
vember and December, we 
should top 11 billion feet for 
the full year. 

This will be more than 500 
million feet above output for 
1950. 

Shipment figures are equally 
large and appear certain to be 
headed for new all-time highs. 
In 10 months we have shipped 
9.4 billion feet of West Coast 
woods, up nearly half a bil- 
lion feet over last year. On the 
basis of present shipments, we 
should send out by rail, truck 
and water from our mills more 
than 11 billion feet of lumber. 


It is interesting to note that 
production and shipments have 
held almost identical through 
much of the year and at the 
end of 10 months of operation 
were within a few million feet 
of being the same. 

It is significant to note 
that the industry has main- 
tained its fine record of im- 
provement of conservation and 
forestry practices. More than 
half a million acres of new tree 
farms were certified in our re- 
gion this past year and about 
an equal acreage is soon to be 
added which will force the total 
of West Coast Tree Farm acre- 
age above the 4-million acre 
mark. 

Among the noted improve- 
ments in conservation practices 
has been the continued develop- 
ment of lower grades of lumber 
from logs which formerly 
would have been left in the 
woods. Pulp mills have joined 
with lumber mills in opening 
up markets for vast amounts 
of sawmill leftovers and chip- 
ping plants have been installed 
at a score of sawmills to turn 
slabs, trim and edgings into 
pulp chips. All this is good 
utilization and conservation of 





our natural resources. We are 
mighty proud of the part our 
industry is playing in putting 
to full use the mature trees 
which grow in our West Coast 
forests. 

We estimate that conservation 
practices developed and adopt- 
ed by private industry here in 
the Douglas fir region during 
the past decade have added 
over a 100 billion board feet 

f timber to our supply. This 
has been done by creating mar- 
kets for lower grades of lum- 
ber so that marginal logs once 
wasted can now be used; in 
creating methods for convert- 
ing sawmill leftovers into pulp 
chips; in creating hard and 
softboard mills to turn left- 
overs into commercial building 
and insulating boards and in 
a number of new industries, 
chemical and manufacturing, 
which now use wood and parts 
of the tree long considered non- 
commercial. 

The Douglas fir region is ap- 
proaching the future with con- 
siderable anticipation for the 
revolution in thinking and 
processing of wood in the past 
10 years has been a fascinat- 
ing venture. 





How ts Handle « 
Variety of Jobs 
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on a Single, Lower 2 am 


Investment 





USE THE ALLIS-CHALMERS HD-5G 


AND TRACTO-SHOVEL 


INTERCHANGEABLE ATTACHMENTS* 















ATTACHMENTS CAN BE 
INTERCHANGED IN BUT 
A FEW MINUTES 


© 1 cu. yd. Standard Bucket 
© ¥, cu. yd. Narrow Bucket ' 


® 2 cu. yd. Light Materials | 
Bucket 


© 1 cu. yd. Rock Bucket 

® Teeth For All Buckets ‘ 

© Heavy-duty Bulldozer Blade _ 

® Heavy-duty Angledozer - 
Blade 


_ © Lift Fork (4,000 Ib. | 
lifting capacity) 


You can lift lumber and carry it 
over rough or muddy ground, stock- 
pile and load bulk or solid mate- 
rials, feed hoppers and loaders, 
maintain roads and yards, cut costs 
on a wide variety of jobs — all with 
this standard machine and one or 
more specially designed attach- 
ments. Start now to stretch your 
budget . . . investigate. 


ALUS: CHALMERS 


THE MOST ADVANCED TRACTOR IN ITS POWER CLASS 


® Big work capacity, with big tractor design, balance 
and stamina. 


@ 11,250 Ib. of properly balanced weight. 

@ 40.26 drawbar hp., 50.25 on belt. 

® Smooth 2-cycle diesel power. 

@ Easier steering and shifting with full visibility, con- 
venient controls. Cushioned seat and wide arm rests. 

® Simplified servicing throughout. 


@ Extended lubrication periods — 1,000 hours for 
truck wheels, idlers, support rollers. 


Write for literature —— or 
see your Allis-Chalmers dealer. 


TRACTOR DIVISION — MILWAUKEE 1, U.S.A. 


December 15, 1951, AMERICAN LUMBERMAN & 


© Crane Hook (5,000 Ib. 
lifting capacity) 


: _ © V-type Snowplow . 
© Trench Hoe 
© Drag Bucket 
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Be ‘usefulness of the HD-5 
E Tractor is further widened 
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GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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— | 
speeds production! 


speeds delivery! saves $$$! 
D-P Mill-Glaze 


for glazing sash and doors 


Applies in a breeze... oneither primed & 
or unprimed surfaces! “Sets up” quick- 
ly! Remains pliable to stand up under 
vibrations of rough yard handling. 
Holds permanently to both wood and 
glass during all conditions of weather. 
Never checks, never cracks! Steps u 
your shipments, sales and profits! Order 
D-P Mill-Glaze today! 

* Complete Descriptions and Specifications of 
famous D-P Products Appear in the 1951 
Sweet’s Architectural File, Section 7C, 

D 


THE DICKS “==” PONTIUS COMPANY 
DAYTON, OHIO 


Alexandria, Va. Decatur, Ga. 





Sample Copy Available 


Have you seen HOME? A sam- 
ple copy of this new consumer mag- 
azine, which is distributed exclus- 
ively through the retail lumber deal- 
er, is available for the asking. Simply 
write: HOME Maintenance and Im- 
provement, 139 N. Clark St., Chi- 


cago 2, Il. 


Here’s the story of 
HOME, the new con- 
sumer magazine, and how 
it can help you. 


<n 





INTERESTED READERS of HOME at the Wayne Lumber Co., Niles, Mich., are 
Dick Miller, store manager, and a contractor friend. 


Dealers Credit HOME Magazine for Hundreds 


Development and publication 
of HOME Maintenance & Im- 
provement, by American Lum- 
berman in 1951, has helped 
hundreds of retail lumber deal- 
ers increase their sales of build- 
ing materials by many thou- 
sands of dollars this year. 

Most important, this new pub- 
lication for dealers has added 
thousands of new customer 
names to dealers’ ledger books. 

HOME is a quality publica- 
cation issued by American 
Lumberman for distribution 
through the retail lumber 
dealer to the consumer market. 
The contents of each issue is 
devoted to alterations, addi- 
tions and repairs to the home. 

Distribution is made by the 
publisher directly to the home- 
owner from mailing lists of 
names supplied by the retail 
lumber dealer. 

HOME is published for one 
purpose—to help the dealer 
build homeowner-store traffic 
which in turn will step up his 
volume of business. 

The new magazine, _illus- 
trated in four colors, details 
a variety of practical projects 
that the homeowner can under- 
take on his own. Some of these 
are major projects; others are 
smaller jobs like laying a tile 
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floor or building a folding saw 
horse. Each issue has a num- 
ber of “How-to-Do-It” articles. 

Home is educational as well 
as readable and practical. Be- 
cause it is written in consumer 
language, the homeowner 
knows what he wants when he 
comes into your store. HOME 
articles have already answered 
a lot of questions which the 
customer might ask when he 
comes into your place of busi- 
ness. It saves valuable selling 
time; it makes the customer 
easier to sell—he is presold 
before he enters your store. 

Articles in HOME are pre- 
pared with the idea that you 
will be selling the consumer a 
“package of materials.” The 
bills of materials for these 
packages are frequently de- 
tailed in the magazine, and cut- 
away drawings and _ illustra- 
tions “make it easy for the 
homeowner to follow each proj- 
ect through to a successful con- 
clusion. 

To attract attention to each 
issue, some dealers are sending 
out a_ postcard mailing an- 
nouncing the arrival within a 
few days of the latest copy of 
HOME. The contents and eye- 
appeal of the new magazine 
are so great that most home- 


owners are keeping a perma- 
nent file of HOME. Your im- 
print on the cover is a constant 
reminder of the best source of 
building materials. 

The enthusiastic dealer re- 
sponse to the first issue pub- 
lished in September resulted in 
dozens of congratulatory 
letters and many ’phone calls. 
The impact that HOME has al- 
ready had on the consumer 
market and the building mate- 
rials dealer is reflected in these 
letters. 

“People are calling us who 
never called us before ... we 
know that we sold one complete 
house job within one week after 
this particular customer had 
received your magazine . 
People who saw the magazine 
in the hands of others who have 
asked to be placed on the mail- 
ing list... we are already feel- 
ing the impetus with which it 
(HOME) must be hitting the 
trade.” Extracts from 
letters dealers are writing us. 

The importance of the home 
improvement market to the re- 
tail lumber dealer cannot be 
overestimated. The U. §S. De- 
partment of Commerce esti- 
mates that the home moderni- 
zation market exceeds 314 


billion dollars annually. In _ 
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NEWEST PUBLICATION aimed toward the consumer market of building mate- 
rials, HOME is seen on the conference table at this meeting of sales representa- 
tives of the Walter E. Selck and Company at the Marvin E. Tench agency in 


Chicago. 


of New, Profitable Sales 


1950 an estimated 48% of the 
dealers’ total volume was done 
directly with the homeowner. 
Consequently, the dealers’ 
problem is to increase the per- 
centage of business done di- 
rectly with the consumer. 

That is where HOME Main- 
tenance & Improvement 
magazine comes in. Realizing 
the importance of the home 
modernization market, Amer- 
ican Lumberman has not only 
chronicled the efforts of ag- 
gressive, successful dealers in 
this field, but has helped deal- 
ers build up their gross sales 
the past two years by the pub- 
lication in September of “Prac- 
tical Home Improvements” and 
“Guide to Better Living” to 
spur fall and winter business. 

The popularity of these two 
issues led dealers to suggest 
that American Lumberman 
publish a magazine of this type 
regularly. Test mailings to se- 
lected dealers reemphasized 
the need and demand for such 
a publication aimed directly at 
the consumer with the lumber 
dealer advertised as the logical 
supplier of the homeowner’s 
needs. 

Manufacturers approached 
by American Lumberman rec- 
ognized the value of such a 
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magazine to them with the re- 
sult that HOME is carrying 
advertising pages from the 
producers of nationally-adver- 
tised building materials directly 
into the consumer’s home, thus 
acting as an effective liaison 
agent between the manufac- 
turer and the dealer. 

Retail dealers from coast to 
coast were so_ enthusiastic 
about the aims of the new pub- 
lication that the paid circula- 
tion before the first issue was 
off the press exceeded 200,000 
and is continuing to expand as 
additional dealers see HOME. 
The enthusiastic dealer re- 
sponse to the first issue is seen 
in the unsolicited sampling of 
letters reproduced on _ these 
pages. 

HOME is being published the 
first day of September, Decem- 
ber, March and June, thereby 
covering the fall, winter, spring 
and summer markets. Every 
article in every issue will be 
about the products you sell and 
how your customers can use 
them. 

For further details about 
HOME and how to enter sub- 
scriptions for your mailing list, 
write HOME Maintenance & 
Improvement, 139 North Clark 
St., Chicago 2, II. 


What Some Dealers Say About 
HOME 


(unsolicited letters) 

We have not yet received our copy 
of HOME Maintenance and Improve- 
ment, but we have already felt the 
impetus with which it must be hit- 
ting the trade. People who never 
called us before are calling the store 
for copies. 

Jobbers have been in to tie in 
their sale of products with their 
advertising program. This is all a 
very good and healthy stimulus for 
business. 

W. P. Angrick, Manager 
Moore & Richter Lumber Co., 
LaPorte, Ind. 


Please advise us if it is possible 
to- increase our mailing list on 
HOME Maintenance and Improve- 
ment, 

We like the book very much. It 
ties in beautifully with our present 
campaign called ‘Schoeneman’s 
Home Improvement Club’, which we 
are pushing extensively in the sur- 
rounding territory by radio, news- 
paper advertising and direct mail. 

A. Cecil Schoeneman, 
Schoeneman Bros. Co., 
Sioux Falls, S. D. 





We want to express deep satisfac- 
tion with the fine job you have done 
in getting out such a good magazine. 
We think that it is well worth the 
money. Already it has caused much 
comment amongst those who have 
been our customers and otherwise. 
We think that it will prove of very 
great benefit to us. 

Brennow W. Beck, 
Bryan-Beck, Staunton, Va. 


Your HOME Maintenance & Im- 
provement magazine is excellent. 
Many of our customers telephoned 
us to express their thanks for being 
included on the mailing list to re- 
ceive the magazine. 

The response was so gratifying 
that we are enclosing a new mailing 
list and have added many names. 

Joe Gaffney, 
Eyre Lumber Co., 
Midland, Mich. 


Is our face red! It seems that 
your HOME magazine hit our mail- 
ing list about two days ago. Already 
we are being called to supply every- 
thing from garage doors to sink 
frames. 

But (how could we have over- 
looked this?) we did not put our 
own name on the mailing list or re- 
quest any office copies; consequently, 
we had to borrow a copy from a 
good friend. As the obliging friend 
would like her copy back, we should 
appreciate it if you would send us 
even one copy for our own use, just 
so we'll know what the customers 
are talking about. Please? 

Chase Hardware & Lumber Co. 
Wallkill, N. Y. 
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Courtesy Andersen Corporation 


LARGE WINDOW AREAS make possible some of the ad- 
vantages of outdoor living in the coldest weather. 


Millwork Is On the Move 


W indows, doors and built-ins have been 
streamlined to meet today’s living conditions. 


Written specifically 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





For the first time since World 
War II, supply has caught up 
with demand in the millwork 
industry. Instead of limiting 
their efforts to thinking up ex- 
cuses for not being able to 
satisfy requirements, millwork 
manufacturers and jobbers are 
now planning aggressive mer- 
chandising programs. 

Their research, engineering 
and designing experts are work- 
ing overtime developing new 
woodwork products, improving 
and modernizing the conven- 
tional items, and adapting their 
designs to satisfy the tastes of 
the most modern-minded home 
buyer. 

Wood window units have been 
developed to a degree of me- 
chanical perfection and archi- 
tectural acceptability where 
they now constitute one of the 
most important building mate- 
rial items in today’s home. 

No more can it be said that 
there has been no improvement 
in the design of windows for 
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the past 50 years. Modern, 
quality wood window units, pre- 
servative treated, properly bal- 
anced and fully weather- 
stripped are mute testimony to 
that fallacy. The efficient wood 
window unit of today assures 
the householder maximum com- 
fort, convenience and beauty. 

The unit-type window is eco- 
nomical as well as versatile. 
The package contains the com- 
plete frame and sash assembly, 
including weatherstripping and 
balancing mechanism. Some 
units are even equipped 
with storm sash and screens 
including hardware. 
The compactness and degree of 
completeness enable a carpen- 
ter to install these units at a 
minimum of expense. 

The wood window unit is ver- 
satile in that its flexibility 
of design and construction per- 
mit its adaptability to all archi- 
tectural types such as ranch- 
type, colonial or even adobe 
homes; schools, apartments or 
filling stations whether they be 
made of stone, frame, brick or 
stucco. If the owner wants pic- 
ture windows, casements, sash, 
double-hung windows, or a com- 
bination of any of these, his 
millwork dealer can furnish 
them. 





Courtesy Carr, Adams & Collier Co. 


SUPERIORITY OF WOOD WINDOWS is dramatized to 
home buyers with this small-scale home. 





BY CLIFFORD T. MELANDER 
Secretary-Manager, Atlantic Millwork 
Institute, New York City 


Door production during the 
past year has been considerably 
accelerated and influenced to a 
great degree by the trend to- 
ward ranch-type and contem- 
porary houses and apartments. 
Not only has production in- 
creased, but new and novel pat- 
terns and types of door con- 
struction have been developed 
to satisfy these changing re- 
quirements. 

Conventional 
panel doors continue to be in 
great demand but the produc- 
tion of flush type doors, both 
hollow and solid core, is being 
stepped up to meet the require- 
ments of architects and build- 
ers of modernistic garden type 
houses, apartments and ranch- 
type homes. 

The flush door of today is 
available in a variety of species 
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Courtesy U. S. Sliding Door Corp. 


THE SLIDING DOOR is a great ad- 
vantage where space is a problem. 





BUILT-INS LIKE CORNER CABINET 
seen at J. J. Jones Co., Milwaukee, 
make effective floor displays. 


ranging from fir to oak, walnut, 
mahogany, gum, pine and many 
others. Some firms are produc- 
ing flush doors in a combination 
of these species. 

The producers of panel doors 
have also improved the quality 
and design of their product so 
that the home builder may have 
a selection of patterns to sat- 
isfy his most exacting decora- 
tive requirements. 

Sliding doors, complete with 
frames and hardware, have 
been developed by many door 
manufacturers. Insmall homes 
or apartments, space is always 
a problem. The built-in, effi- 
cient, sliding door can be used 
to great advantage where there 
1S a premium on space. 

Streamlined stock cabinets 
have proved a boon to the home 


BuiLtpING Propucts MERCHANDISER 





Courtesy kir Duovur institute 
HANDSOME THREE PANEL DOOR 
gives this room dignity. Output of fir 
doors in 1952 is expected to total 7% 
million units, comparable to this 
year’s production. 




















Courtesy Curtis Companies, Inc. 
CORNER BOOK CASE is an attractive 
built-in feature, harmonizing beauti- 
fully with the room decorations. 
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Courtesy Carr, Adams & Collier Co. 


ADDED STORAGE SPACE in the bedroom is made possible with these smart 


built-in cabinets. 


builder where minimum floor 
space presented a storage prob- 
lem in the home. New built-ins 
have been developed by many 
millwork concerns which are 
not only efficient, but extremely 
attractive. Sizes and patterns 
have been developed to accom- 
modate any kitchen, bedroom, 
bathroom, living room or attic. 
Some manufacturers and job- 
bers even go so far as to pro- 
vide suggested layouts for the 
rooms where built-in cabinets 
are desired. 

Water-repellent preservative 
treatment has become a “must” 
with most millwork manufac- 
turers. All the effort expended 
by the architect in designing a 
beautiful building — all the 
skill and technical knowledge 
contributed by the millwork 





manufacturer, carpenter and 
painter will go for naught if 
the lumber in the millwork 
doesn’t stand the test of time. 
A good paint job isn’t the only 
solution. Exterior millwork 
must be treated by the manu- 
facturer or jobber with a satis- 
factory water-repellent  pre- 
servative treatment to insure 
greater durability and longer 
life by minimizing swelling, 
shrinking and warping. 

New residential starts for 
1952, according to predictions, 
will be 25% below 1951 levels. 
The aggressive lumber dealer 
should not be concerned if this 
crystal-gazing prophecy be- 
comes a reality. The remodel- 
ing, maintenance and repair of 
existing homes presents a tre- 
mendous field for constructive 


79 





Courtesy. Libbey-Owens-Ford Glass Co. 
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WINDOW WALLS combining sash, weatherstripping, screen and glass in one 
unit offer a new popular method of building quality into low-cost homes. 


and energetic sales of millwork 
items. 

Modern window units, doors, 
and storage cabinets and mold- 
ings are only suggestions. The 
progressive dealer will supple- 
ment his millwork orders with 
sales of insulation board, paint, 
shingles, gutters, nails, hard- 
ware, and many other mate- 
rials. 

One of the finest advantages 
of stock millwork is that it is 
now readily available to deal- 


ers throughout the country. It 
must be immediately available 
to consumers and builders in 
every locality in the United 
States—large or small. 

If the public is to be prop- 
erly served, popular items of 
windows, sash, frames, window 
units, doors,'moldings and cabi- 
nets should be on hand for the 
builder who is constructing or 
remodeling a home or apart- 
ment. 





Wie sed 

Courtesy Protection Products Mfg. Co: 
WOOD WINDOW FRAMES ARE 
TREATED with preservative at this 
modern sash and door factory. 


Standard stock millwork is 
available to meet the needs of 
all types of architectural de- 
signing. The beauty we find in 
today’s American home is cen- 
tered in these products. This is 
one reason they are so impor- 
tant to the retail building ma- 
terials dealer. It is a line of 
merchandise around which he 
can develop his selling program 
and it is a line which is also 
profitable. 





WEST CORST 


UPLAND HEMLOCK 


DOUGLAS FIR 


es 


and old-growth Douglas Fir. 


your needs. 


Try some of our high quality 
KILN DRIED WEST COAST UPLAND HEMLOCK 
Flooring, Dimension, Boards, Ladder Stock, etc. 
300,000 feet dailv 


14 Cars of Oregon-American Quality Lumber 
Leave This Platform Daily ..... 
Let Oregon-American route one of these cars to you. You'll like the fine qual- 
ity and manufacture of Oregon-American kiln dried West Coast Upland Hemlock 


Oregon-American operates in fine timber—has 
complete and modern manufacturing facilities. 


Straight or mixed cars to suit 














OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 
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Look What Dixon Weather-Lok 
Window Unit Gives You! 


DARTFORD MOTOR COURT, 

Green Lake, Wisconsin. Archi- 

tects: Auler, Irion & Wertsch, 
Inc., Oshkosh, Wisconsin. e 
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1. Tongue and groove air-lock. 


2. All metal weather stripping. All metal ‘ i 
sash guide. _— a brings all its beauty, character and endurance 


to large-scale housing projects, motels 


| 
ie 
3. Sash completely pre-fitted. Saves labor and residences, in 
on job. y, py tf y 
@ Demand for the lower ’ Wig af” 


4. Blind stop and sill tongued and grooved MFMA grades of Northern 


— Hard Maple flooring is grow- 

5. Heavy. durable, distinctively designed ing fast. Second-and-Better, 
moulding. Second, Third-and-Better, 
and Third ‘Grades are being specified more 
6. Moulding of proper’ dimensions so that and more for projects where cost counts. This 
units conform to modular sizes. very motel unit pictured above created most 
favorable comment and great interest when 
- pictured recently in architectural magazines. 


the economy 
grade 


7. Rabbeted check rail for superior weather 


lock. How about suggesting and recommending 


8. Built of sturdy Ponderosa Pine, preserva- | “Thrifty Third’’ grade Northern Hard Maple 
tive treated if desired. . for housing and similar projects in your area? 
Poe Check with your MFMA manufacturer, and 

Ask Your Jobber or Write | _ get set to meet this demand that’s growing 

ore ' every month. And how about writing for 
Western Pine Mfg Co Ltd some of those MFMA leaflets on the economy 
, p "7 . grades, to enclose with your mail? Write: 


._P. O. Box 2207, Spokane, Washington MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Suite 584 Pure Oil Building, 35 E. Wacker Drive 
JOHN H. MEARS, INC. ELLIS GLAZING CO. ron CHICAGO 1, ILLINOIS 


Baltimore 30, Maryland Henryetta, Oklahoma 





BEECH AND BIRCH 








semnor winer ewe. | FLOOR WITH WORE HARD MAPLE 
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Southern Pine Industry 
Is Ready for the Future 


Expanded dealer relations program should 


push up dealer’s volume. 


Written specifically 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





With defense 
increasing, continued large- 
scale homebuilding and _ the 
growth of new uses for lumber, 
Southern Pine consumption in 
1952 could equal or exceed the 
8,350,000,000 board feet shipped 
this year. 

The Munitions Board issued 
a formal directive recently 
providing for the use of lumber 
wherever it can substitute for 
metals. This event points up 
the unique position of the 
lumber industry in these days 
of critical raw material short- 
ages. Metals for housing, for 
ship building, for military con- 
struction and other uses are 
scarce. 


But lumber continues to be in 
plentiful supply. As a result, 
government officials are urging 
that lumber be used in place of 
metals wherever possible. With 
changeovers in many fields of 
construction, lumber demands 
should increase. 


construction 


Expanding Use of Lumber 


In school construction, for 
example, lumber is being used 
more and more. Already over- 
crowded, school systems 
throughout the nation were 
threatened by even more 


cramped conditions when con- - 


trols were placed on metals. 


Now, however, school admin- © 


istrators are looking to lumber 
to solve their school construc- 
tion problems. They are learn- 
ing that wood offers the flexi- 
bility and durability to meet 
their school building needs. 
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Ship building is another ex- 
ample where there is an in- 
creasing changeover from 
metals to wood. The large 
program for minesweeper con- 
struction calls for wooden 
craft. There are indications, 
also, that lumber will be used 
to a larger extent in construc- 
tion of truck bodies and rail- 
road cars. 

_The development of tech- 
niques and uses of laminated 
wood is opening another wide 
market for lumber. During the 
past year there have been new 
expansions in laminated South- 
ern Pine manufacturing in Ar- 
kansas and Texas. 


Housing Still Booms 


Of course the housing field 
is the largest consumer of 
Southern Pine. Though the 
housing picture is somewhat 
hazy, economists predict that 
there will be another boom 
year. 

Control administrators have 
indicated that housing starts in 
1952 will be held to 850,000. 
This would be nearly one-fifth 
‘less than in 1951. But 850,000 
homes mean a lot of lumber— 
far above normal home con- 
struction. 

To expand markets. even 
further, the Southern Pine As- 
sociation has stepped up its 
dealer relations program, is 
furnishing a wide assortment 
of merchandising aids to help 
the dealer increase his sales. 

Such tools as advertising 
mats, radio spot announce- 
ments, mailing pieces and plan 
books are available. These are 
designed to assist the dealer 
in reaching out for added sales 
volume. The Association also 
has increased its staff of field 
representatives to help open 
new demands for lumber. Much 
of the work by SPA field men 








Pi 


BY H. C. BERCKES 


Secretary-Manager, Southern Pine Associa- 
tion 


is directed toward military 
construction, which Congress 
has set at nearly six billion dol- 
lars for the next six months. 


Ready to Step-Up Supply 


It would be difficult, if not 
impossible, to make a close 
“suesstimate” of lumber con- 
sumption for 1952. Such fac- 
tors as the Korean war and 
government controls could send 
the barometer up or down. 
Thus far, however, the uncer- 
tainties of operating in a 
defense economy have not 
materially affected the produc- 
tion or consumption of South- 
ern Pine. 

According to preliminary 
estimates, Southern Pine pro- 
duction this year is down only 
5% from last year. Shipments, 
although below 1950, still ex- 
ceed 1949. Unless there is a 
global war, there seems to be 
little indication that there will 
be a radical change during the 
coming year. 

No matter how heavy the de- 
mands for lumber may grow 
in future years, the Southern 
Pine industry is ready to step 
up the supply. There will be 
no shortage of quality South- 
ern Pine. Growing trees on a 
continuous-yield basis, better- 
ing the quality of their product 
and helping develop new uses 
and markets for lumber, sub- 
scribers to the Southern Pine 
Association are striving  to- 
ward continuous lumber prog- 
ress in 1952 and the future. 
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You're dollars ahead 
with fom Day Packacco Trim 


... Because casings, stops, stools 
and aprons come out even 


Before you end up with a lot of There’s no hunting for parts or 
stops and no casings to ggewi cutting to length: 
find out how much grief (an That saves lost motion on ever 
y ' 
—_ a pry — oo Pack- aie. And while it saves your 
aged door and window trim can yard time and money, it also is a 
re ya real selling point for builders 
Every package is complete. when one of these easy-to-handle 
You sell a wrapped, ready-to- John Day packages is dropped at 
deliver package instead of pieces. each door and window opening. 


Stays clean e No waste e Smooth, even grain e Kiln dried ¢ Cuts decorating cost 
Superior Grade “A” Ponderosa Pine 


Write for the name of your John Day distributor today! 


B OREGON 
| LUMBER | 
Ponderosa Pine producers C Oo M e A N Y 


and manufacturers 
since 1889 






BAKER +» OREGON 























Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—-Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 
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THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 





The Relph 





Neasiaws White Pine 
| Norway; Pine 
RAINY LAKE LUMBER CO. Ltd. 


TOMO Chicege Vite & Trust Bidg. CHICAGO 2. ILL 
Beiliag the Prodecte of J. A. Metblce, itd. Relay Lote. Oof. 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 
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NEW KITCHENS for new houses and new kitchens for 


besides the new house market and the improvement mar- 


remodeling sales represent just two subdivisions of two ket. Each of the twelve markets offer opportunity for 


markets available to the lumber and building products 
merchant in 1952. There are ten more major markets 


volume and profit in the coming year. 


Be On the Alert for Construction Trends 


While demand is being satisfied for one size and type of housing over- 
whelming need for another size of housing is building up. 


Small houses, in the $12,000 and under class, will absorb the 
major efforts of the light construction industry in 1952. Latest 
space-saving plans and cost-cutting construction methods will be 
necessary to sell and service this market. 


Dealers must spend more time choosing good plans that fit the 
market. Prospects will be shopping for the most house they can 
get for the money they are allowed to spend. 


But while this market is being satisfied, a new housing market 
will begin to make itself felt as 1952 progresses. 


There will be the beginnings of a mighty demand for larger 
housing units. In 1940, only 15 percent of the total families 
contain five or more members. In 1949, 23 percent of the total 
family units contained five or more members. 


Housing in 1952 will defi- 
nitely be forced into the “small, 
low-cost” mold. That is where 
the immediate need lies. Also, 
to be blunt, this type of housing 
will take the least total amount 
of scarce materials. Stressing 
“small,” the greatest number of 
units can be built with the 
least disruption of the defense 
effort. 

Many construction  tech- 
niques have been developed in 
recent years to help give pur- 
chasers more “use” from their 
homes even though per foot 
area of the unit is kept small. 

Efficient plans have been the 
basis for much of the progress 
in making small houses more 
liveable and useable. 

Efforts to further improve 
small house plans are con- 
stantly being carried on by 
individual companies, associa- 
tions, universities and govern- 
ment. 
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Housing Starts, A Comparison 


1951 1950 
Jam. SERCO ...wcscccves 78,700 
Feb. 80,600 .......ccce. 82,900 
Mar. 93,500 .....cccsene 117,300 
Bye. GEBee  .scce cece, 133,400 
OS} eee erase 149,100 
June132,500 ............ 144,300 
=! ere 144,400- 
Amg. SERCO 2. cccccccce 141,900 
Bept. GIGGO ...nccsccces 120,600 





Dealers can profit by keeping 
fully abreast of small house, 
construction developments. The 
home buyer is a shopper and 
will buy where he gets the. best 
bargain. By offering prospects 
plans which make the best use 
of available area, the dealer will 
be helping his customer get a 
bargain. Keep up with new 
house planning in the low-cost 
field. That’s where the im- 
mediate demand is. 

There are lots of other 
sources of demand for home 
construction. New households 
not headed by a husband, as 
shown by census data, have be- 
come an important factor. 
Women live longer than men 
in the United States and 
widows tend to move to new 
smaller home units. 

Our population is now 
heavily weighted by great num- 
bers of children at one end of 
the scale and great numbers of 
old people at the other. The 
former call for larger homes. 
The latter call for smaller 
separate homes. Thus at both 
ends of the population scale, 
demand for new homes is 
building up. 

During the postwar years, 
very small two-bedroom houses 
by the hundreds of thousands 
have gone up all over the 
country. These were the only 
possible answer when the flood 
of babies came and the children 
were under six or seven. But 
as they get older, especially 
where both sexes are repre- 
sented, the demand for more 
space will be tremendous. In 
many cases extensions will be 
built or attics made into bed- 
rooms, a fruitful source of de- 
mand for building materials. 
But there will be left a very 
great number of homes that 
can’t be expanded that will 
soon be too small for growing 
families. A powerful demand 
for three and even four bed- 
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DEMAND FOR LARGER HOUSING UNITS will be felt in 1952. With size of 
housing units currently restricted, this market will begin to burst at the seams. 


Start to get ready to supply it. 





THE SMALL HOUSE, efficiently planned, will be stressed through 1952 as a 
means to conserve scarce materials. 


room houses is building up. For 
that we don’t have to wait till 
1963. It will be upon us in 
1952. 

But the greatest source of 
demand for new home construc- 
tion besides new family forma- 
tion is the migrational tenden- 


cies of the American people. 
We are always on the move, 
from farm to city; to Califor- 
nia, Texas, the Southeast; the 
factories near the Great Lakes 
and elsewhere. But the greatest 
of all American migrations is 
to the suburbs. Here the figures 
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EFFICIENT PLANS translate modern 
materials into modern homes. 





SUPPLY OF PLAN BOOKS available 
today promote buying. 


of the 1950 population census 
are eloquent. In the decade 
1930 to 1940 our annual growth 
was barely 900,000 a year. In 
this decade from 1950 to 1960 
it is at the rate of 214 million 
per year and may be more. 

But it isn’t within the city 
limits that this immense growth 
is taking place. It is the sub- 
urbs, the outer metropolitan 
areas, that are growing by 
leaps and bounds. And when- 
ever people move into a new 
area, demand is created for 
new homes no matter how many 
old homes exist, empty or not, 
in where they moved from. The 
migration to the suburbs is 
in full flood and good for 
myriads of new homes that 
have not yet been built. 

A million-homes-a-year, year 
in and year out, is no mere 
wishful thought. It should be 
made the goal, not only of the 
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MODERN LUMBER AND BUILDING MATERIALS display stores—either new 
or remodeled—help sell construction ideas. 
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SPEEDILY ASSEMBLED FORMS for concrete work symbolize wealth of new 
construction methods that have improved housing value. 











ANNUAL SUPPLY OF LUMBER 
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PRODUCTION OF LUMBER has kept pace with building needs through the 
years. 1951 saw record amounts of lumber turned out to keep pace with 
construction needs. There should be plentiful supplies of lumber and lumber 
products in 1952 also. 
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ROBBINS 
the Paul Bunyan of flooring | 


Paul Bunyan himself would have admired 
the toughness and durability of 

Robbins hardwood floors. Strength—plus 
smart appearance and easy installation 
—make Robbins a favorite with 

builders everywhere. 


Robbins Strip Flooring 


A complete line of fine hardwood flooring 
for nailing—economical and quick to 
install. Robbins Nail Groove eliminates 
setting nails, increases laying speed. 
Beveled bottom edges prevent pinching 
paper, protect hands. 


Robbins Parquet Wood Tile 


Distinctive, durable, ideal for homes, 
offices, institutions. Made from strips 
of standard flooring, bound by steel 
splines. Sound-absorbing, resilient, 
abrasion-resistant. Quick, clean 
installation simplifies both new projects 
and remodelling jobs. 


Members Maple Flooring Manufacturers’ Association 
ROBBINS FLOORING COMPANY 
Reed City, Michigan e Ishpeming, Michigan 
Write Dept. J, Reed City, Michigan for illustrated literature 
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' 'That’s the road-room 
you would need to line 

up all the dealers who sell 
Superkleen Brushes! 14,000 
dealers ... now busily engaged 

in supplying America’s most pop- 
ular brush line to new and repeat 
customers. 


That’s a lot of dealers... and if you 
are one of them you know all the ad- 
vantages of handling Superkleen 
Brushes. Also... why your customers 
keep buying them. 

If you are not handling the Superkleen 
Line we're inviting you to join the parade. 
Brush for brush, dollar for dollar, bristle 
or nylon, there’s no other line that so 
happily combines a quality reputation 
with volume profit and customer sat- 
isfaction. 
For complete details on the Super- 
kleen dealership, write Brush 
Division, Devoe & Raynolds 
Company, Inc., Princeton, 
Indiana. 


14,000 Dealers rec- 
ommend Superkleen 


Devoe & Brushes unreserv- 
edly to their cus- 
Raynolds tomers. Are you 
Company, one of them? 
Inc., 
Princeton, 


Indiana 
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USING THE PROPER GRADE in 
place of “too good” a grade has 
helped cut house costs. 


MODERN PRODUCTION and mer- 
chandising techniques have meant 
more wood for interior finishing. 


construction industry, but of 
the entire national economy. 
Government, instead of putting 
obstacles in the way, should 
get behind it in every legitimate 
way with as adequate credit as 
inflationary forces permit and 
with sufficient material alloca- 
tions to do the job. As long as 
defense requires only 20% of 
the output of the gigantic 
American industrial machine, 
inadequate home construction 
is a most foolish kind of belt- 
tightening. 

Trends in construction meth- 
ods will continue along the 
line of finding better, quicker 
and cheaper ways of combining 
materials to give more housing 
value for the dollar. 


Various articles in this issue 


of AL&BPM discuss the trends 
in housing research that are 
constantly underway; and 
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CONSTANT RESEARCH, sponsored by all segments of the light construction 
industry, continues at an accelerated rate to provide better housing for less 


for the public. 





CONTRACTS FOR HOME BUILDING 





mawons Contracts Awarded for Residential in the United sauwo0ns 
OF DOLLARS =— States in the First 8 Months of Each Year, 1925-1950 OF DOLLARS 
5 aw 





Deed 
4000 | 
3000 








nn Mo-enhlalll| | eal " 
ry ant inal sade 


ow 












































other articles indicate new 
uses that are being pioneered 
for lumber products. 

But in the end, it is the 
pioneering in better merchan- 
dising of new products and 
new construction methods that 
counts. 

The retail lumber dealer has 
made amazing progress along 
the road to being a leader in 
the field of merchandising. 


December 








See Hundreds of Orher Pine Weyerheouser 
Heme Plane At Ali Liebe: Stores 





DEALER MERCHANDISING of new 
house plans and construction methods 
plays an important part in over-all 
effort to provide adequate housing. 
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Profit with Hudee! 
bi U O t E IF Ye] | 


SINK FRAME SYSTEM 


pot 2440741 















Confidently Guardntee installation with 
Hudee. And they can’ be used with any top 
covering material—linoleum; rubber, or plastic. 
Hudee Frames are.installed after all top covering 
has been applied, and the bowl may he. 
removed at any time without. damage to 
the top covering. Make Hudee YOUR Sink 
Frame Syeee ‘and ie “ALL-WAYS ee 





ae 
WATERTIGHT 


DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24a-20 
or write today to 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 


IN CANADA— WALTER E. SELCK AND CO. LTD.—TORONTO 
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Accelerated Defense 


BUILDING PROGRAM 
Opens Up Great New Market For 


dali 


100% Concealed Sash Balance 





Civilian, military housing 
and factories built for war 
production are fitted with 
all the latest improvements 
. . . require nothing less 
than smoothly operating 
Hidalift sash balances to 
raise and lower windows 
easily and quietly. Hidalift 
laboratory-tested strong 
coil springs and scientifi- 
cally designed spiral tracks 
provide positive lifting and 
frictionless gliding action. 





ARMY BARRACKS 





EMERGENCY 
HOUSING 


REQUIRES LESS TIME 
TO INSTALL 


Builders prefer lifetime func- 
tioning Hidalift because they 
can be installed more rapidly 
and tensioned faster than any 
other vertical sash balance. 
Hidalift is the only balance that 
can be adjusted during and/or 
after installation. Only tool 
needed is a screw driver. Inves- 
tigate! Mail coupon below. 





NAVY BASE 
BUILDINGS 





DEFENSE 
TWO TYPES OF PRODUCTION 
FACTORIES 


ATTACHING BRACKETS 





CUP - TYPE 

Suitable for military 
and civilian installa- 
tions of all kinds. 


XP we rye 





Peer Seer Er TE TORRINGTON amas me 
HIDALIFT DIVISION 


The Turner & Seymour Mfg. Co., Torrington, Conn. 
Gentlemen: 





(Ci Send complete literature and prices on Hidalift 
Please check 0) Dealer O Builder 











Zone. State. 
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nine months in 1951. 





By H. E. RILEY 


Chief, Division of Construction Statistics, 
U. S. Department of Labor 


Written specifically 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





Residential builders in most 
parts of the country should 
have no great difficulty in ob- 
taining construction workers in 
1952. 

There are likely to be local 
shortages, however, in areas 
where extensive defense plant 
construction is under way. Un- 
fortunately, these are also the 
places where the need for addi- 
tional housing will probably be 
most acute. 

Home builders in many areas 
will find a more than adequate 
supply of building mechanics 
who will be displaced as a re- 
sult of the probable further re- 
duction in commercial construc- 
tion and other types of less 
essential building. Those work- 
men who are willing and able 
to travel will find little difficul- 
ty in obtaining jobs elsewhere. 

Although construction work- 
ers constitute one of the most 
mobile groups in the nation’s 
labor force, some unemploy- 
ment will inevitably occur de- 
spite increasing requirements in 
areas where defense construc- 
tion is rising. A high propor- 
tion of the skilled workers on 
residential and commercial con- 
struction are in the more ad- 
vanced age groups. These work- 
ers, in particular, are less likely 
to migrate to other localities if 
there is any possibility of ob- 
taining work near their homes. 

The age factor also suggests 
that the draft will have a rela- 
tively minor effect on the skilled 
construction labor force. Gen- 
erally speaking, therefore, resi- 
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Home-Building Labor Ample... . . Building 


Local shortages can be expected, but cut in heavy construction will help 
light construction labor reservoir; union wages in building trades up 4% in first 





Union Wage Rates for Selected Building Mechanics—Oct. |, 1951 





by 

City = 
Albuquerque _.. .$3.250 
Atlanta ... 2.750 
Birmingham ..... 2.750 
Boston .... . 2.888 
Buffalo ..... ... See 
Chicago ..... . 2.750 
Columbus, O..... 2.750 
Dallas .......... 3.438 
Denver ........ 3.000 
Detroit ......... 2.850 
Grand Rapids... 2.750 
Houston ....... 3.025 
Indianapolis ..... 2.750 
Jackson, Miss.... 2.750 
Jacksonville ..... 2.650 
Kansas City... .. 2.675 
Little Rock, Ark. . 3.250 
Los Angeles...... 3.000 
Louisville ...... 2.915 
Manchester, N. H. 3.000 
Memphis ....... 3.000 
Minneapolis ..... 2.900 
New Orleans..... 2.700 
New York, N. Y.. 3.250 
Oklahoma City... 3.500 
Omaha ........ 2.750 
Philadelphia ..... 3.250 
aaa 3.300 
Portland, Me..... 2.500 
Portland, Ore.... 3.000 
Rochester, N. Y... 2.750 
Rock Island (Ill.) 

District 5..... 2.625 
Salt Lake City.... 2.750 
San Diego...... 3.000 
San Francisco... .. 3.250 
Seatfle -....6... 3.300 
Springfield, Mass. 2.750 
Toledo, Ohio..... 3.000 
Wichita, Kansas.. 3.000 


Carpenters 


$2.250 
2.035 
2.125 
2.475 
2.700 
2.700 
2.393 
2.338 
2.350 
2.600 
2.250 
2.400 
2.530 
2.050 
2.100 
2.365 
2.000 
2.350 
2.250 
2.100 
2.125 
2.400 
2.060 
3.000 
2.325 
2.275 
2.650 
2.425 
1.815 
2.300 
2.410 


2.440 
2.050 
2.350 
2.450 
2.420 
2.225 
2.670 
2.063 


Electricians 


$2.500 
2.500 
2.500 
2.800 
2.750 
2.850 
2.625 
2.625 
2.650 
2.850 
2.550 
2.750 
2.625 
2.250 
2.620 
2.660 
2.250 
2.750 
2.550 
2.000 
2.600 
2.585 
2.500 
3.200 
. 2.585 
2.580 
3.125 
2.500 
2.010 
2.600 
2.700 


2.585 
2.400 
2.750 
2.750 
2.650 
2.500 
2.890 
2.500 


Painters 


$2.125 
2.000 
2.250 
2.250 
2.338 
2.600 
2.200 
2.200 
2.340 
2.350 
2.000 
2.275 
2.325 
2.000 
1.890 
2.255 
1.750 
2.380 
2.150 
1.600 
2.063 
2.255 
1.800 
2.830 
2.000 
2.000 
2.225 
2.345 
1.500 
2.300 
2.340 


2.310 
2.063 
2.310 
2.450 
2.370 
2.000 
2.365 
1.925 


Plasterers 


$2.750 
2.500 
2.420 
2.970 
2.900 
2.805 
2.625 
3.125 
3.300 
2.890 
2.650 
3.000 
2.750 
2.400 
2.375 
3.025 
2.750 
3.125 
2.750 
3.000 
2.813 
2.750 
2.375 
3.300 
3.000 
2.650 
3.000 
3.000 
2.500 
2.850 
2.750 


2.750 
2.625 
3.125 
3.125 
3.000 
2.750 
2.885 
3.000 


Plumbers 


$2.500 
2.750 
2.500 
2.695 
2.650 
2.750 
2.613 
2.613 
2.650 
2.700 
2.530 
2.613 
2.665 
2.250 
2.750 
2.625 
2.310 
2.750 
2.500 
2.300 
2.640 
2.550 
2.450 
3.000 
2.600 
2.580 
2.750 
2.500 
2.200 
2.770 
2.650 


2.585 
2.500 
2.750 
2.750 
2.750 
2.575 
2.890 
2.500 


Building 
Laborers 
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Mechanics Wages Average $2.44 


dential ouilders should not be 
hampered by labor shortages. 
In many areas the builders 
might be well advised to pro- 
mote repair and_ alteration 
work, not only to meet the need 
for adequate shelter, but to 
sustain employment for con- 
struction workers. 





Union wages in the building 
trades advanced approximately 
4 percent in the first nine 
months of 1951, the U. S. Bu- 
reau of Labor Statistics reports. 
Most of the increases ranged 
from five to 15 cents an hour; 
one of every six increases pro- 
vided for less than five cents 
and one of every five for 20c 
or more. 

Bricklayers and painters 
showed the greatest gains. In- 
creases for all workers in these 
trades averaged 3.8c and 3.7c 
an hour respectively. 

Union hourly wages in Octo- 
ber, 1951 were approximately 
90 percent above the June, 1939 
level, and about 19 percent 
above the average for the three 
years (1947-49) preceding the 
Korean outbreak. 

The average hourly wage 
scale of unionized building 
trades workers on October 1 
was $2.44, the Bureau esti- 
mated. This is 15c above the 
level of July 3, 1950 and 23c 
above the January 3, 1950 esti- 
mated level of $2.21. 

Loggers and lumbermen af- 
filiated with the CIO and A. F. 
of L. on the west coast start 
wage conferences in January. 
Employers refused both unions 
increases in negotiations con- 
cluded last month. 

The average hourly wage in 
West Coast Lumberman’s Asso- 
ciation mills as of last August 
was $2.026. In the logging 
camps the average was $2.390. 
Observers say the prospects for 
wage increases in 1952 do not 
look favorable. 

Increases up to 35c an hour 
were granted shingle mill em- 
ployes in the summer of 1950. 
At the same time operators set 
up a bonus system to be paid 
over and above fixed wages. The 
question of bonuses has yet to 
be approved by the Wage Sta- 
bilization Board. 


BuiLpING Propucts MERCHANDISER 
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PLENTY OF BUILDING MECHANICS will be available for home construction 
in 1952. 





ABBREVIATIONS FOR GOVERNMENT AGENCIES 


We suggest clipping this list of government agencies for future reference. 


ODM—Ofiice of Defense Mobilization. Top mobilizing agency. 
ESA—Economic Stabilization Agency. Prices, wages. 
OPS—Office of Price Stabilization. 

DMB—Defense Mobilization Board. ODM’s planning board. 


DPA—Defense Production Administration. All defense pro- 
duction. 


NPA—National Production Authority. Scarce materials. 

CMP—Controlled Materials Plan. Divides scarce materials. 

WSB—Wage Stabilization Board. 

DMA—Defense Manpower Administration. 

BLS—Bureau of Labor Statistics. 

CCC—Commodity Credit Corporation. 

CEA—Council of Economic Advisors. 

FCA—Farm Credit Administration. 

FHA—Federal Housing Administration. 

FHA—Farmers Home Administration. 

FNMA—Federal National Mortgage Association. 

PMA—Production and Marketing Administration. 

REA—Rural Electrification Administration. 

RFC—Reconstruction Finance Corporation. 

USDA—U. S. Department of Agriculture. 

USES—U. S. Employment Service. 

VA—Veterans’ Administration. 

HHFA—Housing and Home Finance Agency. 

HLBB—Home Loan Bank Board. 

NLRB—National Labor Relations Board. 

PHA—Public Housing Administration. Low-rent housing 
program. 
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“Borrower’s Year’’ Ahead 


Competition for home builders’ money fore- 
cast; opportunities seen for retail lumber dealers in 


“open end” mortgage. 


Written specifically 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





There seems little doubt 
about it: the year 1952 is going 
to be a “borrower’s year” in the 
field of home financing. 

First indications of a loosen- 
ing in the mortgage money 
market began to appear early 
in the summer. Ever since then, 
signs have been increasing of 
a revival of stronger competi- 
tion among lenders for the 
business of home buyers and 
builders. The competition ap- 
pears destined to become a 
reality in early 1952. 

Everyone knows that com- 
petition is the life of trade, and 
where keen competition exists, 
the consumer is the beneficiary. 
He can obtain a better product 
or service; he can be selective; 
he need not accept a product or 
service simply because it is all 
he can get. 

Those who borrow money 
for home purchases next year 
will choose their lending in- 
stitutions for reasons other 
than the negative one that they 
cannot get the money they 
need elsewhere. They’ll be in 
a position to insist on a good, 
first-rate mortgage—a mort- 
gage that contains all the most 
advantageous features obtain- 
able. 

Now those of us in the home 
mortgage financing business 
never cease wondering at, or 
being perplexed by, the paucity 
of information about home 
financing possessed by most 
prospective borrowers. A home 
is the largest single purchase 
that most people make in their 
entire lives. 

In the savings and loan busi- 
ness (our associations finance 
one-third of home purchases), 
we place considerable emphasis 
upon the matter of providing 
the information and giving the 
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advice that home buyers so 
sorely need. We’ve found that 
most builders appreciate this, 
for they too are eager that the 
families for whom they build 
homes be completely satisfied 
with their purchases. 

Mortgages may be compared 
to houses: they are by no 
means all alike. Some possess 
features that make them more 
desirable than others; their 
special attributes fill the needs 
of the owners more adequately. 

Of special importance to 
some buyers, retail lumber 
dealers and builders in general 
in the year just ahead, will be 
the “open end” mortgage. This 
is a mortgage with a clause 
that permits the borrower to 
return to his lender at some 
future date and borrow more 
money without the expense of 
a new mortgage. 

Regardless of economic con- 
ditions, the “open end” mort- 
gage is an extremely valuable 
article. It has proved so to 
countless families who decided 
to enlarge or improve their 
homes after they had been liv- 
ing in them for some time. But 
its exceptional importance to 
the borrower of 1952 pertains 
to the unique shape the home 
building picture will take next 
year. 

That picture will revolve 
around the low-cost home, the 
dwelling priced at $12,000 or 
less. Revisions which were made 
late last summer in the fed- 
eral government’s Regulation 
X, eased the credit terms par- 
ticularly for homes in that 
bracket. 


Many buyers will want to 
take advantage of those easier 
terms, so it is undoubtedly safe 
to predict that the bulk of the 
building will be in that price 
range. Houses costing $12,000 
or less will of necessity be small 
houses. In all probability, a 
great many of the buyers will 
from the very outset have plans 
for making those small houses 
larger a few years hence—or 
as soon as conditions in general 
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BY MORTON BODFISH 


Chairman, Executive Committee, United 
States Savings & Loan League 


Loans from $100 to $2,500, for build- 
ing or remodeling, are controlled by 
Regulation W. It requires 10 percent 
down, with up to 36 months to pay the 
balance. 

For more than 20 years, Mr. Bod- 
fish has been an acknowledged spokes- 
man for the important home financing 
arm of the housing industry. He has 
gained a reputation of being an out- 
spoken foe of government influence in 
the fields of housing and home finance. 
At the same time, he has been a 
trailblazer in making the modern 
home mortgage a much more flexible 
and efficient instrument than it was 
a generation ago. 





are conducive to realization of 
the plans. 

Builders and lumber dealers, 
who at some time in the future 
will enlarge the small homes, 
will do new home purchasers 
a service in calling to their at- 
tention the wisdom of obtain- 
ing loan plans with provisions 
that will facilitate the matter 
of future improvements. 

The subject of home im- 
provements leads naturally to 
the subject of garages. And 
the subject of garages has de- 
veloped into a very interesting 
and important one as far as 
lending institutions, builders 
and lumber dealers are con- 
cerned. Those who like to dis- 
cuss “how things have 
changed” will recall the days 
when it was at least uncommon, 
for a home to be built without 
a garage. 

That situation has changed 
remarkably. It would be an 
exaggeration to say that the 
reverse is now the case; it is 
no exaggeration to say that a 
great many—perhaps from 
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demand GRANT 
SLIDING DOOR HARDWARE 


Check these features: 


Smooth, silent operation 

Nylon ball bearing carriers 

For all door sizes 

Meets low headroom requirements 
Simple installation 


Center Hung 


Three adjustments 


GRANT No. 16 HANGER 


For single sliding doors. 
Ball bearing action glides 
door open and shut. Silent 
operation — no metal to 
metal contact between 
moving parts. Simple to 
install — easy to operate. 
Load capacity: 50 Ibs. 


















No. 17 HANGER 


For multiple sliding doors 
of all sizes. Same features 
as No. 16 Hanger. Three 
adjustments insure per- 
fect operation. Simple to 
install. Load capacity: 
50 Ibs. 1 door. 





GRANT PULLEY & HARDWARE CO. 


: ‘31-81 estes Pevtway, vine od N.Y. | 
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Lodgepole Pine as produced by the member 
mills of the Western Pine Association is a top 
quality wood. It is very close to the Western 
Pines in weight, strength and texture. It is ver- 
satile in its uses—machines to smooth, satiny 
surfaces, and is easily worked. 

Lodgepole Pine is a fine siding material. 
Its insulation qualities make it ideal to use for 
sheathing, subflooring, and roof decking. For 
architectural woodwork and paneling, which 
demand high dimensional stability, and good 
paint and stain holding qualities, Lodgepole 
Pine may be specified and used with confidence. 


For more information about Lodge- 


pole Pine send for free illustrated 
Facts Folder. Address 

WESTERN PINE ASSOCIATION 
Yeon Building + Portland 4, Oregon 


THESE ARE THE | Idaho White Pine, 
WESTERN PINES | Ponderosa Pine, Sugar Pine 


THESE ARE THE Larch, Douglas Fir, White 
ASSOCIATED | Fir, Engelmann Spruce, 
woops | Incense Cedar, Red Cedar, 
Lodgepole Pine. 


WOODS FROM | THE WESTERN PINE REGION 
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one-third to one-half of the 
homes built since the end of 
World War II have been 


garageless upon completion. 
Brick houses especially seem 
to have foregone the garage, 
for a brick garage is a very 
expensive item. 

Here is a situation where the 
man whose specialty is lumber 
can be very active, and, as a 
matter of fact, many lumber 
dealers are already alert to it. 
There is no valid rule of cus- 
tom or taste which stipulates 
that a brick house must have a 
brick garage. Those lumber 
dealers who have not already 
begun to develop a_ stylish 
garage specifically for the brick 
dwelling would be wise indeed 
to do so. There is a need for 
it. 

In the last year in the Chi- 
cago area, savings associations 
have made an unusual number 
of loans for the purpose of 
financing detached garages. A 
loan made for erection of a de- 
tached garage is not controlled 
by Regulation W (this is the 
government regulation that 
controls loans for improve- 
ments and remodeling). These 
loans are not therefore re- 
quired to be paid in full with- 
in 36 months; their repayment 
can be spread over a five-year 
period. It’s fairly correct to 
assume that many more frame 
garages would be constructed 
if homeowners were informed 
of the favorable loan terms 
available to them. 


In connection with loans for 
home improvements: the de- 
mand for loans of this type 
will undoubtedly continue 
throughout 1952. Home im- 
provement loans have _ been 
made in great abundance in the 
postwar years. In 1950 alone, 
$250 million of the total 
amount loaned by savings as- 
sociations went to homeowners 
who wanted to modernize or 
enlarge or repair their homes. 

Here again is a rich field of 
activity for the lumber dealer. 
Not enough homeowners are 
aware of the vital importance 
of keeping their homes in good 
condition. Yet, as an obliga- 
tion to themselves, this is sec- 
ond in importance only to the 
obligation not to jeopardize 
their ownership. For their 
sakes’, home buyers should be 
reminded often that in main- 
taining the usefulness and ap- 
pearance of their homes, they 
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Down payments required under 
Regulation X 


Total cost Non- 

of house Veterans’ veterans 
$10,000 $600 $1,500 
$12,000 $960 $2,400 
$14,000 $2,620 $3,600 
$16,000 $4,200 $5,000 
$18,000 $5,700 $6,600 
$20,000 $7,200 $8,200 
$25,000 $11,250 $12,500 





are protecting the value of their 
property. This is one of the 
points we have in mind when we 
advocate giving good advice to 
homeowners. 

In the last few years, a num- 
ber of families have postponed 
making needed repairs on their 
homes, expecting to do so when 
prices of the materials they re- 
quire go down. We can sym- 
pathize with them, but we 
cannot help feeling that they 
are overlooking an important 
fact: that while they are wait- 
ing for prices to go down, the 
value of their property is go- 
ing down, and going down the 
more rapidly because of the 
neglect. 

As a matter of fact, if any 
time could be said to be the 
“best time” for making home 
improvements, that time is now. 
Houses command high prices 
now, and of course the better 
condition they’re in, the higher 
the price they bring. And, 
further, interest rates on home 
improvement loans are low 
now. They’re just about the 
cheapest thing in housing. 

Regulation X lost some of its 
prestige as a factor influencing 
home building when is was re- 
vised. The down payments and 
terms now required by “X” are 
in many instances just about 
what many lenders required 
even before the regulation ap- 
peared on the home financing 
scene. 

While, therefore, financing 
factors dominated home build- 
ing during 1951, other factors 
will take their place to deter- 
mine the shape of things to 
come in 1952 in housing. The 
principal factors will be mate- 
rials and labor. Some shortages 
of both of these factors are 
certain, but how severe the 
shortages will be, no one can 
say definitely. Much depends 
upon that old uncertainty—the 
international situation. If the 
shortages do not become acute, 





the decline in the number of 
dwelling units may be only 
from 10 to 15% and perhaps 
not even that. If they do be. 
come acute, the decline may be 
as large as 25% or more. 

The brighter forecast wil] 
mean that the number of 
housing starts in 1952 will be 
at least as high as 900,000. A 
large share of these will be in 
defense areas, where housing 
must and probably will go up 
rapidly. The revised Regula- 
tion X authorizes even smaller 
down payments for new houses 
in certain “critical defense 
areas” and this will help facili- 
tate building in such areas. 

Both before and since gov- 
ernment mortgage credit curbs 
were imposed, veterans of 
World War II have been given 
a better break than non-vet- 
erans. The down payments re- 
quired of them have been 
smaller. And the maximum in- 
terest rate set by the Veterans 
Administration for loans to ex- 
G. I.’s is 4%. Under the revised 
“X,” the veteran’s down pay- 
ment for a $12,000 home is 
=" and the non-veteran’s, $2,- 

The problem that has faced 
a number of veterans, however, 
is that they have been unable 
to get these favorable terms 
translated into actual cash in 
their hands. In 1951, some 
lenders tended to give prefer- 
ence to investments on which 
they received a higher return 
than the 4% G. I. loan. It seems 
likely that this situation will 
improve somewhat in 1952, for 
the volume of personal savings 
has been increasing steadily. 


The entire home financing 
picture is affected by the mo- 
bilization program and_ the 
course it takes. This was true 
in 1951 and it will be true 
again in 1952. It is of the ut- 
most importance, therefore, 
that prospective homeowners 
be kept abreast of these new 
developments in home fi- 
nancing. 


Builders, lumber dealers and, 
in fact, all businessmen whose 
pursuits lie in this area will 
do home purchasers an invalu- 
able service in keeping them 
informed about the advantages 
available to them. For 1952 
will indeed be a “borrower's 
year’—a year in which the 
borrower can, if he realizes it, 
insist upon having a first rate- 
mortgage. 
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Unfinished 


CHICKASAW scone =m 
Oak Floors 4a , 


BLOCK 
SINCE 1905 


* Manufacturers of Fine Oak Floors i 


a“ 
ff * Available for shipment now, solid or mixed 


cars of Chickasaw Brand Flooring and Hard- / 
Member National wood Lumber ) 


Oak Flooring * Thresholds—Risers—Treads—Nosings— 
Manufacturers if I Bed Rails 


Association 
NORMA ih * Kiln Dried, Semi-Finished Oak Furniture 
Py, 


Dimension Stock 
AWW Ff: MEMPHIS HARDWOOD FLOORING CO. 


1591 THOMAS STREET * MEMPHIS, TENN. 





Send us your specifications today. 
We quote promptly. 
















Our Best Wishes to All Customers 
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for a Happy Holiday Season 
Redwood Again in 1952—as we have done for over 36 years—we shall 
< remain firm in our policy of highest standards of service to 
Ponderosa Pine dealers, dependable lumber products. 
: ‘ If you're a retailer who wishes to sperd a minimum of your time 
California Sugar buying —and a maximum of your time in selling and serving 
Pine your customers— Wendling-Nathan is the organization for you 
to rely on for your lumber needs in 1952. 
Douglas Fir Drop us a line. We shall welcome the oppor- 
tunity to serve you. 
Red Cedar 
Shingles WENDLING-NATHAN COMPANY 


Main Office — 564 Market St., San Francisco 4, Calif. 





Douglas Fir 
Plywood 








45 Quince St. 5225 Wilshire Blvd. 


707 Pittock Block 
Medford, Oregon Los Angeles, Calif. 


Portland, Oregon — 
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EXPERIMENTAL HOUSE has no roof or ceiling over that 
part not enclosed by the house. This will be added when 


required. 








ELECTRIC EYE COUNTER between 
kitchen and living room will chart 
steps taken between the two rooms. 








PLYWOOD BOX GIRDER which carries half the roof load, 
is supported by two columns. Ten columns placed at the 





edge of the building support the roof with ceiling. 








SECTIONAL KITCHEN CABINETS 
make it easy to try new kitchen lay- 
outs. 


Making Every Square Inch Count 


Studies in experimental house at University of 
Illinois will indicate how much room a family needs 
and how it can be used most efficiently. 


How much space does a fam- 
ily require in today’s small 
home and how should it be 
arranged for maximum effici- 
ency and livability? 

These are questions which 
the Small Homes Council of 
the University of Illinois are 
attempting to answer in a 
special residence called a 
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“space use laboratory” erected 
for this purpose. 

The exterior of the house 
looks like any small one-story 
house of contemporary design, 
but it is constructed so that 
the interior partitions and out- 
side walls are readily movable. 
This enables the size, shape and 
location of all the rooms to be 





dase J 


BATHROOM FIXTURES are fixed to 
movable wall panels. Even the bath- 
tub is on castors. 


changed in a few hours by two 
men using the simplest tools. 

Two families, each having 
two children—a girl and a boy 
—one of pre-school age and 
the other of school age—will 
live in the house for six months 
each. A different house plan 
will be tried each month. Each 
family will occupy a predeter- 
mined house plan for five 
months, then will be allowed 
to select a room arrangement 
of their own choosing based on 
their experience of the past five 
months and their particular de- 
sires and needs. Each of the 
10 basic plans is found in fac- 
ulty houses on the University 
campus. 

At the end of each month, 
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ble and piping instead of conventional 
pipe is used. Small ducts are used in 
the heating system to afford flexibility. 


the families will be questioned 
concerning their reactions to 
the particular room arrange- 
ment tried the previous month. 
Both the efficiency of the room 
arrangement and the psycho- 
logical effect on the family will 
be charted. The two families 
are being selected from appli- 
cants to a_ carefully-worded 
newspaper ad. 

Wherever possible, instru- 
ments will be used to record 
movements about the house. 
Pedometers, electric-eye coun- 
ters, door counters and similar 
instruments will trace the num- 
ber of steps required to do 
household work. 

With these special instru- 
ment recordings and by month- 
ly personal interviews, the re- 
searchers will compare various 
room arrangements. 

The house is built on a 32x48 
floor area. It is now a 24x36 
structure, but can be made 
larger or smaller by changing 
the position of the outside 
walls and adding floor panels. 
The bathtub is on wheels and 
the other bathroom fixtures 
are hung on movable wall 
panels. The sectional kitchen 
cabinets can be moved about 
readily to test various arrange- 
ments. 

The project is sponsored by 
the Housing and Home Finance 
Agency of the Division of 
Housing Research. The results 
of this unique study will be 
made available to the .housing 
industry and the general pub- 
lic following the completion of 
the project at the end of 1952. 
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LIVING ROOM features dual-purpose pieces—a divan and drop-leaf table. Num- 





ber and location of doors and windows can be varied. 


Prof. Rudard A. Jones, as- 
sistant director of the Small 
Homes Council, designed the 
home with the assistance of 
Prof. James T. Lendrum, di- 
rector of the Council. The 
house was simply but taste- 
fully furnished by the Home 
Economics Department. 


Construction Details 


Flexibility of room arrangement is 
possible since both exterior and in- 
terior walls are non-supporting. In- 
stead, the roof with ceiling attached, 
is supported by 10 columns placed at 
the edges of the building. The ex- 
terior walls are made of panels hung 
on nailer posts. 

Two of the 10 panels support a 
plywood box girder which is four feet 
deep and 48 feet long. 

The construction procedure followed 
this sequence: first a small basement 
area approximately 11x32 was built; 
around this area a concrete slab was 
laid to support the remainder of the 
house. Next, the 10 columns were 
erected and work started on the sup- 
porting elements of the roof struc- 
ture. 

The roof was designed so that a 
completely clear space 32x48 could 
be obtained and yet, at the same time, 
portions of the structure could re- 
main unroofed. The plywood girder 
which forms the central ridge of the 
roof and which carries half the roof 
load, is supported by two columns. 
The box girder is made of pieces of 
%-inch plywood which are glued and 
nailed to each side of the chords. 

Top and bottom chords are com- 
posed of four 2x8 members. Two 
smaller beams run the length of the 
test house at the front and back and 
are supported by the perimeter col- 
umns 16 feet on center. After the 


supporting structure for the roof was 
completed, roof rafters and ceiling 
joists were placed over that portion 
of the building which was to be used 
first. Metal connectors were used to 
form the roof rafters and ceiling 
joists so that they could be readily 
removed. A  finish-plywood ceiling 
was fastened to the bottom of the 
ceiling joists. 

The floor over the basement sec- 
tion of the house is standard joist 
construction with a plywood subfloor. 
Floor panels set on concrete blocks 
were used in the rest of the house. 
These panels, 3-feet 8 inches by 7-feet 
8 inches were placed with four-inch 
filler strips on all sides to make up a 
construction module 4x8. When more 
space is needed, additional floor 
panels can be added on three sides of 
the building. 

After the floor panels were placed, 
the enclosing wall panels were erected. 
Basic dimensions of the wall panels 
were 4’x8”; 3’-4”x8’-0” and 2’-8”x8’-0”. 
These panels were designed to fit 
around nailer posts which were 
erected first. 

After the structure was enclosed, 
the finish floor of hardboard was 
placed and erection of the interior 
partitions was started. These in- 
terior partitions are laminated fiber- 
board, 1%” thick with tongue and 
groove joints on two sides of 4x8 
sheets. Some partitions are formed 
by mobile closet units which are ap- 
proximately four feet wide and two 
feet deep. 

Plumbing connections are flexible 
tubing and piping instead of the con- 
ventional pipe, so that the kitchen and 
bathroom are easily moved. The heat- 
ing system is also flexible, being pro- 
vided with small ducts which are 
easily movable. 

The flexibility of the entire struc- 
ture dramatizes the adaptability of 
building materials to new uses and 
techniques of construction. 
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How Will Government Regulations 
Affect Your Industry? 


No extensive lumber controls forecast—short 
of an all-out emergency. Here are details of what to 


expect then. 


Written specifically 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





One of the major questions 
today is, “How will NPA ac- 
tions or regulations affect the 
lumber, plywood, and allied 
products industries in 1952?” 

The answers will depend on 
a number of factors—the tem- 
po of the mobilization pro- 


gram, the level of both residen- . 


tial and heavy construction, 
and the extent to which lumber 
fabrication and wood products 
usage is increased to offset con- 
tinuing metal shortages. 

Short of complete mobiliza- 
tion, it seems unlikely that de- 
mand in 1952 will exert suffi- 
cient pressure on supply to 
necessitate any extensive con- 
trols. Shortages may be accent- 
uated, of course, in certain spe- 
cies and particularly in some 
grades and specifications of 
lumber and plywood which are 
of special urgency for defense 
programs. 

Such shortages will tend to 
be more serious if total demand 
declines enough to cause any 
substantial reduction in total 
production. Thus, the retail 
lumber industry can assist in 
easing the problem of military 
procurement of difficult lumber 
items by continuing, as far as 
practicable, to absorb its nor- 
mal portion of the total current 
high level of lumber produc- 
tion. 

Obviously, the retailer’s. de- 
sire is to serve his normal mar- 
kets, including agriculture, con- 
struction, home maintenance 
and repair. At the same time, 
the retail dealer wants insur- 
ance to absorb the initial shock 
of a possible all-out emergency. 
The hedge for this is, of course, 
the maintenance of maximum 
levels of retail lumber stocks 
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consistent with sound financial 
and business policy. 

Both retail lumber invento- 
ries and mill stocks, 
were severely depleted during 
World War II, have been only 
partially replenished. In fact, 
it seems evident that the indus- 
try, generally, has concluded 
that prewar stock levels have 
not been needed to conduct 
postwar operations. 

Undoubtedly, the postwar 
price levels have precluded the 
reestablishment of prewar 
stock levels by many yards, be- 
cause of the additional financ- 
ing which would have been re- 
quired. This situation, however, 
is cause for grave concern to 
those who must decide—under 
possible all-out emergency con- 
ditions—whether to _ institute 
controls over lumber and how 
far such controls should go. 
Stocks at the beginning of 
World War II were sufficient to 
carry the initial burden of high- 
ly accelerated demand, but they 
shrank with alarming speed. 

Is seems only prudent to as- 
sume that present lumber in- 
ventories, at both distributor 
and mill levels, are too low to 
furnish much cushion if a full 
emergency should develop. This 
means that, under such circum- 
stances, NPA would have to 
institute immediate controls. 

In speaking of lumber con- 
trols, however, the following 
thoughts should be stressed. 
Many of us in the Lumber and 
Wood Products Division of 
NPA were in close touch with 
the controls in World War II. 
While we shall not hesitate to 
recommend controls when, and 
if, we are convinced that they 
are necessary to cope with de- 
veloping conditions, we shall be 
very sure they are necessary 
before we will recommend 
them: We recognize from past 
experience that were controls 
to be imposed prematurely, 
they might, by their adverse ef- 
fect on production, do more 
harm than good. 


which. 





BY STANLEY H. FERGUSON 


Chief of Priorities, Distribution Branch, 
Lumber and Wood Products Division, Na- 
tional Production Authority. 


In all frankness, on the other 
hand, we fear that should an 
all-out emergency develop, the 
severity of necessary controls 
over lumber might well have to 
be appreciably greater than 
was the case in World War II. 
Lumber distributors may be as- 
sured, however, that no advance 
prescriptions will be written; 
rather the case will be diag- 
nosed and treatment pre- 
scribed, with the advice of in- 
dusty, when the symptoms de- 
velop. Of considerable im- 
portance to distributors of lum- 
ber, plywood and allied prod- 
ucts is the fact that some real 
lessons were learned during 
World War II and in the post- 
war period as to the import- 
ance of maintaining normal 
distribution channels. 

For the present, in planning 
for 1952, it seems to be any- 
body’s guess as to when, or if, 
the full emergency will occur. 
As to more immediate pros- 
pects, however, a few thoughts 
may be pertinent. 

There are many items in 
which the current metal short- 
ages offer real opportunities 
not only to increase sales of 
lumber, plywood and_ allied 
wood products, but also, by 
using nominal quantities of 
metal in conjunction with these 
items to save substantial quan- 
tities of metal. It is estimated 
that in many applications the 
use of 1,000 board feet of lum- 
ber—a renewable crop — will 
save a ton of steel. Among these 
are such items as metal-faced 
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plywood, millwork, trusses and 
other structural members. 

The large indirect demand of 
defense subcontractors offers 
retail lumber dealers substan- 
tial market opportunities. This 
indirect demand is_ probably 
several times as large as the 
aggregate of direct military 
procurement. Suggestions to 


consumers on practical design 
for ways to use wood and ply- 
wood to conserve scarce metals 
can be of inestimable value. 
Thus in serving to close the 
gap between defense demands 
and supply, the wood industries 
may reestablish a number of 
former markets. Here is both 
an opportunity and a danger: 


an opportunity to serve the de- 
fense program by conserving 
metals while reestablishing 
worthwhile markets; a danger 
that the need for maintaining 
quality and the competitive 
utility of products and their 
embodied materials may be 
overlooked, to the detriment of 
future business. 


Industry Leaders Serve Federal Government in Advisory Capacity 


The industry leaders pictured here serve the Federal 
government on advisory committees. One committee is ad- 
visory to the Lumber and Wood Products Branch of the 


Members of the 
committees whose 
photographs do 
not appear here 
are John Alexan- 
der, Jr., Alexan- 
der Lumber Co., 
Aurora, IIll.; E. 
Bruce Hill, E. M. 
Hill Lumber (Co., 
Pittsburgh, Penn. 
and Leslie Lynch, 





Frank Kendall 


Patten - Blinn Potlatch Yards, 
Lumber Co., Los Inc., Spokane, 
Angeles, Calif. Wash. 





Gerald A. Jewett Sol R. Kaplan 


Jewett Lumber Anchor Lumber 
Co., Des Moines, Corp., Brooklyn, 
Iowa hi ae 48 


Office of Price Stabilization. A second committee serves in 
an advisory capacity to the Department of Commerce. 
Some of the men pictured here serve on both committees. 





Frank W. Ewing 
Frank M. Ewing: 
Co., Inc., Brent- 
wood, Md. 


George West 
West Lumber Co., 
Atlanta, Ga. 





W. B. Henderson 
Chickasaw Lum- 
ber Co., Fort 
Worth, Tex. 


E. Donald Sterner 
Sterner Coal and 
Lumber Co., Bel- 
mar, N. J. 





Lynn Boyd Harry L. Lawson 
Lynn Boyd, Good’ Bailey’s Lumber 
Lumber, Pampa, Yards, Inc., 
Tex, Miami, Fla. 





Ward Briggs 
Crane - Johnson 
Co., Fargo, N. D. 


Norman P. Mason 
Wm. P. Proctor 
Co., No. Chelms- 
ford, Mass. 
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Clyde Fulton 
Colborn - Fulton 
Lumber Co, 
Charlotte, Mich. 


James O’Malley 
The O’Malley 
Lumber Co, 
Phoenix, Ariz. 





J. H. Kirk 
Kirk Lumber & 
Bldg. Mtrl. Co., 
Santa Maria, 
Calif. 


Cc. W. Gamble 
Boise - Payette 
Lumber Ca. 
Boise, Idaho 





Paul Hallingby 
Hammond Lum- 
ber Co., Los An- 
geles, Calif. 


Jas. J. Fitzgerald 
Edward Hines 


cago, Ill. 





Lumber Co., Chi- 


John B. Wood 

E. K. Wood Lum- 
ber Co., Oakland, 
Calif. 


Don A. Campbell 
Boner - Campbell 
Lumber Co., 
Lebanon, Ky. 









er 
Watson William Barr 
Malone III W. B. Barr Lum- 


Watson Malone & ber Co., Denver, 
Sons, Inc., Phila- Colo. 
delphia, Pa. 


Charles Lampland 


C. B. Sweet 

Long-Bell Lumber Lampland Lum- 
Co., Longview, ber Co., St. Paul, 
Wash. Minn, 
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BY S. V. FULLAWAY JR. 


Secretary-Manager, 
Western Pine Association 


Written specifically 
for AL&BPM's 1952 


Forecasting and 
Planning Issue 





Western Pine shipments in 
1951 reacted to reduced home- 
building activity but, because 
of industrial requirements and 
moderate government pur- 
chasing, not to the degree that 
cut residential construction by 
an apparent 30%. 

Preliminary estimates indi- 
cate that shipments of the 
Western Pines and associated 
woods will approximate 7 bil- 
lion 200 million board feet, or 
8.5% under the record breaking 
1950 figure of 7.875 billion. 

To build up sorely diminished 
stocks, cut to the bone after 
the fabulous demand of 1950, 
production during 1951 will 
apparently equal or perhaps 
slightly exceed the all-time 
high of 7.687 billion set last 
year. 

While total regional ship- 
ments felt the sag in residen- 
tial construction, established 
mills in the industry noted no 
alarming reduction in order 
files. As it has in the past, the 
slump hit more keenly those 
mills whose facilities did not 
permit shipment of a _ well- 
rounded selection of grades and 
species. 

One of the heartening de- 
velopments to Western Pine 
lumbermen during a year of 
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Outlook for Western Pine 


Defense requirements expected to take larger 
share of next year’s output; production this year close 


to all-time high. 


declining demand was the con- 
tinued strength of the asso- 
ciated woods market—a result 
of sustained promotion by the 
pine industry since shortly 
after the war. All of the woods 
—Douglas Fir of the Western 
Pine region, White Fir, Larch, 
Engelmann Spruce, Incense 
Cedar, Inland Red Cedar and 
Lodgepole Pine—held their 
comparative. positions in de- 
mand for the region’s products. 

A recent study of the im- 
portance of the associated 
woods to the Western Pine in- 
dustry developed the fact that 
last year 33% of the industry’s 
total production was of Doug- 
las Fir, Larch and White Fir. 
Footage figures reveal the in- 
crease even more strikingly. In 
10 years, Douglas Fir produc- 
tion had jumped to 317% of 
the 1940 figure (from 400.1 
million board feet to 1269.3 
million). Larch output had in- 
creased to 311% (from 128.9 
million to 400.8 million). Pro- 
duction of White Fir had soared 
to an astonishing 855% of the 
1940 total (from 101.2 million 
to 865.7 million). 

And the remarkable develop- 
ment was not made at the ex- 
pense of the pines for in the 
same period production of 
Idaho White Pine, Ponderosa 
Pine and Sugar Pine skipped 
from 4500.7 million board feet 
to 4780 million—a 6% increase. 

Preliminary estimates indi- 
cate that 1951 production of 
the three woods will be in the 
same proportion. 

Defense requirements for all 
10 species were not heavy dur- 
ing 1951, but are expected to 
pick up next year as more of 
the military’s mechanical 
muscles and supplies roll off 
production lines. Chief items 
will be boxing and crating 
material which constituted so 
large a part of Western Pine 
business during World War II. 

In the conservation field, the 
industry continued its efforts 
to establish continuous produc- 


tion programs throughout its 
12-state region. By early No- 
vember it had added nearly a 
quarter-million acres in new 
tree farms to the more than 3,- 
700,000 acres certified by the 
end of 1950. Important to the 
conservation program was the 
inauguration by the Western 
Pine association of a joint in- 
dustry-public agency insect de- 
tection plan involving the 
cooperation of private, state 
and federal foresters and 
woodsmen in an infestation re- 
porting service. 

The cooperative undertaking 
has been set up within state 
boundaries in California, Ore- 
gon and Washington thus far 
and is aimed at early detection 
of potential trouble spots so 
that suppression measures can 
be started before infestations 
become widespread. Because of 
the success of the “Keep Green” 
movements, insects are now 
the lumber industry’s No. 1 
problem. 

As it heads into 1952, the 
Western Pine industry can look 
to a market that will be partly 
civilian, partly military  in- 
spired. But the proportions, 
and the volume, remain prob- 
lematical. In addition to the 
maturing of the defense pro- 
gram into the shipment stage, 
where it will require boxing and 
crating, demand for industrial 
grades for plant and factory 
construction and use is expected 
to continue at a brisk pace. 

Slightly relaxed credit re- 
strictions on homes under $12,- 
000 should spur construction 
of development-type housing. 
And if the defense housing 
snarl can be untangled, that 
building factor could become a 
sizeable segment in next year’s 
residential picture. 

Over all are the heavy hands 
of international developments 
and election-year politics. To- 
gether, or separately, they can 
turn a switch marked “Boom” 
and “Average Business” in 
either direction. 
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... from BETTER MILLS 
MANUFACTURERS ¢ WHOLESALERS 


PONDEROSA PINE 
DOUGLAS FIR SPRUCE 
YELLOW PINE 
BAND MILLS KILNS PLANING MILLS 


OREGON 
NORTH CAROLINA 


30 CHURCH ST., NEW YORK 8, N. Y. 
Phone WOrth 4-6363 







VIRGINIA 








Reduce Delivery Costs 
and Speed up Deliveries 
with | 


SINCE 1918 


Aro Betis 
and 


Unload a Load 
at a time an 
Two 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Cotalog ond Prices 


The R=-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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"Your ticket to convenient availability’—PAMU- 
DO'S warehouses, each centrally located in five 
major markets, are your assurance of prompt de- 
livery of stock Millwork, Fir and Pine Plywood. 
PAMUDO can help you with your lumber prod- 
ucts or Plywood problem. For your straight or 
mixed car needs of West Coast lumber products 
contact our Tacoma office. 


IF YOU HAVE A WOOD PRODUCTS PROBLEM, CALL 


Pamudo 


(PACIFIC MUTUAL DOOR CO.) 
(GENERAL OFFICE - Direct Shipments .. . 

Straight and Mixed Cars. 

Lumber and Lumber products . . . Fir and 


Pine Mouldings, Doors, Plywood and 
Cut-Stock 


Stock Millwork—Cut-to-size Industrial Plywood. 
TACOMA BUILDING, TACOMA 2, WASHINGTON 


Warehouse stocks of 
Plywood « Doors 
Mouldings « Stock Millwork 


WAREHOUSES IN 5 PRINCIPAL CITIES 
St. Paul 4, Minnesota 
Kansas City 5, Kansas 





Chicago 38, Illinois 


Baltimore 31, Maryland 


Elizabeth, New Jersey 
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farmers like. 








Sone i$ 
Pi Ratti Pe be 


FACTORY FABRICATED RAFTERS are on many prod- 


ucts that help farmers cut labor use. 






PORTABLE BUILDINGS built in the yard is a service 





Bs pn ae 
$2 , iO ae OE a 


MAKE YOURSELF POPULAR with farmer customers by 


arranging delivery service. 


Farm Building Prospects in 1952 


Positive action to help farmers beat the rural labor shortage will help 
dealers sell more building materials. 


How to Promote Farm 
Sales in 1952 


1)—Expand and promote yard built, 
portable building program. 


2)—Push sales of factory fabri- 
cated rafters and structural mem- 
bers to help farmers solve labor 
problems. 


3)—Exhaust all avenues to help 
farmer customer find and use labor- 
saving, materials-saving farm build- 
ing plans. 


4)—Show farm customers how 
modern building materials make 
available labor go as far as possible. 


5)—Promote and advertise the 
above services so that farmers will 
come to your yard for building ad- 
vice and help. 
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1952 -already begins to line 
up as one of the outstanding 
building and building main- 
tenance years on the farm. 
Farmers will have money; they 
will be well recovered from the 
1950 fears of weak prices; and 
there will be incentive to im- 
prove and expand buildings to 
take care of the coming year’s 
bumper crops. 

In 1951; rural lumber and 
building materials dealers 
found reflected in their busi- 
ness the farmer’s wait-and-see 
attitude which was engendered 
by a lack of firmness in many 
farm prices. With slight price 
sags here and there, many 
farmers promptly got a mild 
case of the jitters—and de- 
cided to see how bad things 
would get before they went on 
any building sprees. 

Mind you, farmers left many 
a dollar in lumber yards 


throughout the land. They 
simply weren’t spending with 
abandon. On the other hand, 
1951 was still one of the big 
years for farm building and 
maintenance. 

We look for 1952 to be a 
bigger building year for farm- 
ers, because they have more 
faith in the demand picture 
and consequently believe any 
building obligations they 
undertake will be backed by 
sound cash income. 

Rapid trends toward me- 
chanization of farm work has 
caused an incidental of build- 
ing help in farm areas. The 
men who helped with hand 
harvest operations were often 
the same men who help pour 
concrete, build barns and re- 
pair chicken houses in the off 
season. When machines cut 
these demands for farm labor, 
many of the men affected left 
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Knowing nothing better for 
Builders BETTER siding jobs 
Prefer 


ae €} 
dace caas a "zg ee 2 
Donley Package Receivers > —y~ 


Vice 





They represent the convenience that makes prompt TF, 
sales, plus the lasting good will that brings future 
customers. .. For the Dealer it means a quick selling, 
large volume item, with especial appeal in these 
days of large housing development. . . Residence g 
type, shown here, is made in 6” and 9” wall depths \ al 

with body 141,” by 11144”. Outer door insulated. YY ENSLae 
Inner door ventilated. Can be turned over for right : 
or left opening. Substantially built with strong latch. 
There is also an apartment type with adjustable wall 
depth. Shipped completely assembled. Make sure 


corner 


by your Donley Catalog is the latest. 
THE DONLEY BROTHERS COMPANY 
13928 Miles Avenue Cleveland 5, Ohio 
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Ip 
°F window 
20 YEARS *XPERIp) trim 
BACKED BY Ce 
. Sectional 
th UPSWEEP 
d The ALLMETALLOY asbestos siding trim invites com- 
Ms GARAGE s * ; 
ig parison with any other equipment on the market from 
d DOORS a standpoint of quality, durability and workability! 
‘ > segmenting SELL ALLMETALLOY SIDING TRIM 
Commercial : 4 
n= with these important features 
re “tT OW-ELL-DOR” 1. Made from zinc, ALLMETALLOY trim is rigid 
re ant use Getened atts the wer 2. It is better made, more accurately rolled and formed 
ly ee ee 3. Note the ribbed flanges and how the folds in the channel are rolled tight 


in mind—gives dealers something to 


y talk about: This strong, accurately made asbestos siding trim, in 












) 
y Beauty of design .. . finest quality the three shapes illustrated, is furnished in 10’ lengths. 
a materials and workmanship... sturdy, We have any or all of this ALLMETALLOY trim in stock. 
‘ weathertight construction .. . ““feather- ; 
7 touch” door action . . . minimum head- Information on other shapes available will be sent upon request 
5 room...in an economical package 
e prefabricated for ready installation. DEALER Ss 
d If your local jobber cannot supply you write direct 
n 
r ‘ Send for 
: FREE CATALOG Today! [AX i INA\. EI UN 
f “7/2. IL, 
MAME ALLMETAL REGISTERED U.S PATENT OFFICE 
t THE HOWELL MANUFACTURING CO. latherstrip Company 
7200 Hasbrook Ave., Philadelphia 11, Pa. 2243 North Knox Avenue * Chicago 39, Illinois 
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for city jobs. Thus a shortage 
of off-season building help de- 
veloped as a parallel. 


This trend continues. un- 
abated. 


Prefabricated farm _build- 
ings and factory built struc- 
tural units for farm buildings 
have consequently assumed an 
extremely important part in 
the farm building picture. Fre- 
quently a farmer’s ability to 
buy a new barn depends not 
so much on his pocket-book as 
it does on the availability of 
construction labor. 


The local retail lumber 
dealer and building products 
merchant is the logical man to 
find and promote solutions to 
the tight building labor pic- 
ture in rural areas. 

We prophecy that rural deal- 
ers who help their farmer cus- 
tomers solve the construction 
labor picture will have a ban- 
ner sales year in 1952. 


There are least six ways in 
which dealers can help farm- 
ers beat the labor problem. The 
first two, as mentioned above, 
included providing yard fab- 
ricated portable buildings and 








Just Received in Time 
for Fall Repairs 
28 Ga. Galy. Corr. 
Double Drain Steel 
ROOFING 


7710-12. 19.99 sq 


















lt’s easy! Have tun during SS 
chill winter months in your 
own brand-new basement play- 
room. A few panels of easy-to- 
use Douglas fir Plywood, 
hammer, saw and nails are all 
you need. 


Prices Are Lower 





At All Lieber Yards 








me SS 





All Sheets Full Size 
48” x 96” 














FIT FARM ADS into your regular ad layouts. Don’t forget farmers are. also 


prospects for home remodeling ideas. 


factory fabricated rafters and 
other structural units. In 
other words, get the labor done 
elsewhere where possible for 
your farm customers. 

Next, provide better plans 
which use labor and material 
saving shortcuts. And after, 
study materials you sell and 


suggest those which save labor. 

Fifth, and this field offers one 
of greatest opportunities, set 
up your own labor department. 
With proper planning most 
dealers can provide year round 
work for a crew and hence 
have building help available 
for customers. 








in Cartons 





CONNOR 


“LAYTITE” 


Maple and Birch Flooring 


{or regular leagths ia bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 










HEAD OFFICE: VANCOUVER, B.C. 


PACIFIC COAST HEMLOCK 
WESTERN RED CEDAR 
SITKA SPRUCE 

SHINGLES 


SPECIALIZING IN 
CROSS ARMS 
CEDAR AND SPRUCE 


SAWMILL DIVISIONS 
e COWICHAN 
e VICTORIA 
© VANCOUVER 
e¢ HAMMOND 


SALES AGENT: H. R. MACMILLAN EXPORT Co., LTD, 


VANCOUVER, B.C., CANADA 
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. . . for the best in Louisiana Yellow Pine, Hardwoods 
and Oak Flooring—send your orders to Louisiana Cen- 
tral at Clarks, La. 


Here we are cutting fine quality timber. We pride our- 
selves on fine manufacture. We treat to prevent sap 
stain. Our lumber is grade and trademarked. For your 


next requirements, specify Louisiana Central— 


Yellow Pine @ Hardwoods 
Oak Flooring 


Straight or mixed cars 


CENTRAL LUMBER CO. 


CLARKS, LOUISIANA 





DISTRIBUTING YARDS IN 
CHICAGO AND ST. LOUIS 











MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON + P.0. BOX 908 « PHONE 5-3317 + TELETYPE EG 049 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


SEND FOR THESE: 


New information on Laminated 
Wood Members—A very interesting 
16-page catalog on glued laminated 
wood structural members has just 
been published by Rilco. Practical 
application of laminated arches, 
trusses and beams to the construction 
of churches, gymnasiums, hangars, 
stores, warehouses, factory buildings 
and modern one-story schools is de- 
scribed and illustrated. For copy of 
“Glued Laminated Wood Arches, 
Beams and Trusses,” write Rilco 
Laminated Products, Inc., Dept. AL, 
First National Bank Building, St. 
Paul 1, Minn. 


New information about the use of 
hydrous calcium silicate insulation 
has been compiled in a new booklet. 
The eight-page publication is illus- 
trated with graphs, tables and draw- 
ings depicting the numerous ways in 
which Kaylo heat insulation is used 
in industrial and commercial projects 
for temperatures as high as 1200° 
Fahrenheit. It lists the wide selection 
of shapes and sizes available to in- 
sulate tubes and pipes from % to 
72-inch diameters and vessels from 
72 inches to 60 feet, as well as flat 
surfaces. All follow simplified dimen- 
sional standards, which allow nesting: 
Also in the booklet are data on physi- 
eal characteristics, recommended 
thicknesses, efficiencies and other ap- 
plication facts. Write Kaylo Division 
of Owens-Illinois Glass Company, 
Dept. AL, Toledo, Ohio. 


A bulletin just off the press de- 
scribes a new development in window 
construction. While the Bayley Saf- 
T-Gard Window is for a specialized 
hospital, its particular application is 
a very broad and important one today 
inasmuch as there are many plans in 
the works on all types of hospitals. 
This window development results from 
requests of hospital people themselves. 
In fact, the designing and develop- 
ment of it was done in complete col- 
laboration with doctors and institu- 
tional officials to fill some very definite 
present day needs. For copy of bulle- 
tin describing the Bayley Saf-T-Gard 
Window, write The William Bayley 
Co., Dept. AL, Springfield, Ohio. 


A new booklet, “For Greater Prof- 
its,” is available from Libbey-Owens- 
Ford to aid in merchandising window 
glass. The booklet covers pictorially 
the production process which involves 
an exclusive method for horizontal an- 
nealing which makes window glass cut 
easier and cleaner, shows cutting 
methods, suggested stocks of popular 
sizes, provides working drawings for 
a display rack which will sell glass, 
and drawings for storage facilities. 
There is a list of sales aids available 
to Libbey-Owens-Ford distributors and 
dealers and a showing of the new win- 
dow glass labels. For copy of the 
new pamphlet, Window Glass Booklet 
No. WG-20, write Libbey-Owens- 
Ford Glass Company, Dept. AL, Nich- 
olas Bldg., Toledo 3, Ohio. 
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A new folder features many re- 
silient tile-floor designs. Sixteen full- 
color and 15 black and white floor de- 
signs, plus some helpful advice on 
designing tile floors are included. For 
copies of this new selling aid write 
B. F. Goodrich Flooring Division, 
Dept. AL, Watertown, Mass. 


The new Mathews Brick-Lumber 
folder is just off the press. Packed 
with information, the folder includes 
data in the form of drawings that 
shows dimensions for conveyor frame 
rails, rollers, bearings and curves. 
Lumber and brick conveyers are 
clearly illustrated with photographs. 
Copy is easy to read and stresses 
installation details. Write Mathews 
Conveyer Company, Dept. AL, Ell- 
wood City, Pa. 


The types of Yale electric trucks, 
available, their features, a table to 
aid in selection, and application data 
are described in a 12-page brochure. 
Write Philadelphia Division, Yale & 
Towne Manufacturing Company, 
11,000 Roosevelt Blvd., Philadelphia 
15, Pa., for Bulletin AL-P5151. 


Symons System of Wall Form Con- 
struction is the latest 4-page bulletin 
describing and illustrating in con- 
densed form the Symons’ forming sys- 
tem for concrete wall construction. 
Erecting and Stripping advantages 
are explained in a short factual man- 
ner. The System and what it con- 
sists of is described, including— 
panels, two-way form tie, connecting 
bolt, tightening wedge, wale tie and 
and wale plate, corners and fillers. 
Assembly details and standard sizes 
are explained. Detailed information 
is given on the wood, plywood, ply- 
wood with magnesium frames and 
wood forms with steel ribs. In addi- 
tion, Symons Form System Service is 
explained, including its rental with 
purchase option, the availability of 
hardware and fittings, as well as 
other supplies, and the complete engi- 
neering service that is available. For 
builders interested in other Symons 
Products for concrete work, the Sy- 
mons Column Clamps and Safety 
Shores are completely described and 
illustrated. Write Symons Clamp & 
Mfg. Co., Dept. AL, 4249 Diversey 
Ave., Chicago 39, IIl. 


Gutters—Gutters—Gutters 


A West Coast firm in the wood 
gutter business believes its product 
is especially valuable right now with 
another big home building year ahead. 
The company is looking for addi- 
tional gutter and downspout patterns. 
If you have such information, send 
it to American Lumberman, New 
Products Department, 139 N. Clark 
St., Chicago 2, Ill. It will be for- 
warded immediately to the interested 
manufacturer. 








New Ideas for Remodeling 

A full-color, 24-page book loaded 
with new ideas for home and com- 
mercial remodeling, featuring Gold 
Bond Insulation Board walls and 
ceilings, is being offered for 25¢ 
by National Gypsum Company in 
its national advertising. Copies of 
the book are available to all Gold 
Bond Lumber and Building Mate- 
rial Dealers and Wholesalers. Write 
Insulation Board Sales, National 
Gypsum Company, Dept. AL, Buf- 
falo 2, N. Y. 








Solve Basement Problems 


A new 32-page book has just 
been published by the Medusa Port- 
land Cement Company to help deal- 
ers in advising customers what to 
do about utilizing basements, both 
new and old. The title alone, “How 
To Make Basements Dry, Beauti- 
ful and Livable,” is enough to 
guarantee a widespread interest 
among homeowners and contrac- 
tors. The contents fall roughly into 
three sections: (1) how to make 
an existing damp basement dry, 
(2) practical ideas for beautifying 
basements and (3) how to build 
a basement that will be lastingly 
dry. In the section on making 
damp basements dry, the book gets 
right down to helpful advice on 
correcting the causes of dampness 
in basements, In its pages are com- 
plete plans and information for 
basement recreation rooms, play- 
rooms, game rooms, and bedrooms 
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HOSPITALS © INDUSTRIAL © COMMERCIAL 
| way ~6= RESIDENTIAL * CONSTRUCTION ... 


Get the MOST for 
Your Building $$’s 


ONLY PULLMAN 





1. PERFECT BALANCE... window weight absolutely 


balanced. 


2. EFFORTLESS ACTION ... no weight to lift... 


windows raise easily. 


3. LOW COST, EASY INSTALLATION .. . use 
regular pre-fabricated windows . . . a minimum of 
on-the-job carpentry work. 


4. LIFETIME GUARANTEE ... 
guaranteed against imperfect 
workmanship or materials for 
the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 
















Majestic 
INDOOR INCINERATOR 


disposes of all burnable home refuse 


A profitable seller 
the year ‘round 


Every housewife is quick to 
see that this handy appliance 
saves steps, time, and trouble. 
The Majestic Incinerator gets 
rid of wastebasket trash plus No. 2 
wet and dry garbage by burn- Economy 
ing it all indoors. Waste it- pode} 
self serves as fuel. Unique 
downdraft. does the trick! 
Dries the refuse and hastens 
complete burning. Guaran- 
teed. Taps to furnace flue in 
basement or utility room. 
Tips more profits your way. 
Write today. 


The Majestic Co. | 
303-A Erie St., Huntington, Ind. | §§ “qm 
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Nationally Knowr 
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Start right. for a smart finish! 


ip RES TRIM 
Matched Pace 


ww METAL MOULDINGS 


Add smartness to tileboard installations 

with top quality PresTrim! Matching face 

patterns assure perfect uniformity. Heavy 

gauge polished aluminum is acid and corro- 

sion proof. Easy to install—wide flanges, 
continuous nailing grooves, convenient 8‘ or 
. 6’ lengths. Offer, too, PresTrim pre-finished 
Y Black Cap and Base Mouldings. 








D . 
astic 


Prestile Mfg. Co. * 5850 Ogden Ave. * Chicago 50, Ill. 


Yes, we want to learn more about: L 
[C] PresTrim Aluminum Mouldings —_ [[] PresTile De Luxe Tileboard 


Your Name... cccccccccccccvccccscvesecccsccscccsscesesecs 
Clip this memo to your letterheed and mail today! 
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including illustrations in four 
colors. This book is planned for 
dealers interested in helping their 
customers make basements attrac- 
tive and livable. It will be sold at 
50 cents a copy. For sample copy 
together with information on 
prices, write Medusa Portland Ce- 
ment Company, Sales Department- 
AL, 1000 Midland Bldg., Cleveland 
15, Ohio. 


Sugar Pine Book Published 
Publication of a new 52-page 

book describing the character, uses 

and grades of Sugar Pine, largest 


of all the pines, was announced ~ 


by the Western Pine association. 
It is the sixth in a series which 
has covered Idaho White Pine, Pon- 
derosa Pine, Douglas Fir, White 
Fir and Larch and appears exactly 
125 years after the discovery of 
the Sugar Pine tree by botanist 
David Douglas. Since then Sugar 
Pine, a genuine white pine, has 
become famed among woodworkers 
and wood users for its remark- 
able workability, beauty and dura- 
bility. Handsomely lithographed 
with four-color cover, the 84%"x11” 
book outlines the physical proper- 
ties of the wood, describes its many 
uses in construction and industry 
and carries full page pictures of 



























Gre Merry Christmas 


anda “4& 


MANUFACTURING COMPANY 


ELIZABETHTOWN, PENNA. 





The Brand 
you want 
is 








gia! 5S Oral 
itehd! 


DAK FLOORING 


P. ©. Box 1449 





CARPENTER OAK FLOORING CO. 


906 North 40th Street 
BIRMINGHAM, ALABAMA 










C7 


Telephone 9-6147-8 
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typical grade examples together 
with descriptions of each piece, 
The book was designed as a perm- 
anent working tool for architects 
builders, lumber wholesalers and 
dealers ‘and other wood users, 
Single copies are available without 
charge. Write Western Pine Asgo- 
ciation, Dept. AL, 510 Yeon Build. 
ing, Portland 4, Ore. 





. a 


Two-Color Postcard Series 


Strand Garage Door Division’s 
new 9’-wide overhead garage doors 
and the complete line of Strand 
all-steel garage doors are the sub- 
ject of a four-piece direct mail 
program which has been developed 
for the use of Strand dealers. Sup- 
plementing national advertising of 
Strand products, four 2-color post- 
cards point up various advantages 
of the doors. They are furnished 
to dealers imprinted with their 
names and also with the local sell- 
ing prices fixed by each dealer. 
The cards are intended as effective 
low-cost mailings to go out to 
builder or owner lists, or may be 
used as inserts with the dealer’s 
monthly statements. Samples and 
further information are available. 
Write Strand Garage Door Divi- 
sion, Detroit Steel Products Co., 
Dept. AL-12, 2244 E. Grand Blvd., 
Detroit 11, Mich. 





As the initial phase of its year- 
long 25th Anniversary celebration, 
the Rockford Paint Manufacturing 
Company, is announcing its new 
Spectro-Matic Tinting System. The 
System consists of 12 tubes of 
colors in three sizes which, when 
mixed with white bases, provide 
300 true spectrum colors in what- 
ever finish is desired—flat, semi- 
gloss, high-gloss, four-hour enamel, 
floor enamel and exterior finishes. 
The interior finishes are completely 
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odorless. Manufactured from odor- 
less pigments, resins, oils and thin- 
ners these flat finishes are said to 
provide the first completely odorless 
oil base paint in the field. The 
small inventory necessary to do a 
full line paint business, the speed 
in which the colors can be mixed, 
the fact that the colors will never 
be obsolete because the tubes are 
used in combination to make the 
variety of colors, the small space 
necessary to hold the stock, and the 
styling done by the Rahr Color 
Clinic are additional advantages of- 
fered by the Spectro-Matic System. 
Write Rockford Paint Manufactur- 
ing Co., Dept. AL, Rockford, IIl. 





Reinforce Plaster Cracks 


This new, narrcow-width Key- 
mesh successfully combats cracks 
and separations in plaster. In its 
wider form, it has been used for 
years as reinforcing for stucco on 
homes and commercial buildings, 
as well as for floor and roof deck 
reinforcement. In 4, 5, and 6” 
widths, Keymesh is used for the 
reinforcement of plaster at wall 
and ceiling corners. It is also used 
as a reinforcement at the joints 
where plaster is applied over rock 
lath, insulating lath, etc. It is par- 
ticularly suited for use above large 
windows and openings. Made in 
150 ft. rolls, it is easy to handle; 
can be cut to length on the job with 
ordinary snips and applied in one 
piece for long or short lengths. Be- 
cause Keymesh is pliable, it can be 
formed easily by hand over a plank, 
or by use of a forming machine. 
Once formed, it holds its shape but 
can be re-shaped if desired. Write 
Keystone Steel & Wire Company, 
Dept. AL, Peoria, IIl. 


New Cork Tile 


A new cork tile “that is more 
beautiful, uniform, and has more 
Structural strength,” has been de- 
veloped by the Armstrong Cork 
Company by an entirely new manu- 
facturing method. The new method, 
which employs a dielectric process 
to bake the tile, has resulted in 
major improvements in Arm- 
strong’s Cork Tile, according to H. 
Dorn Stewart, assistant manager, 
Floor Division. The new tile, now 
available in the subtle variations 
of natural cork, is more attractive 
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AS 24% PURPOSE 


WINDOW MATERIALS 


Wherever you sell, whatever the season... your 
dependable profit-line is R-V-LITE. Suggest it 
for storm doors and windows, and for sunporch 
enclosures. Thousands of farm and home owners 
are installing this transparent insulating material 
in old frames or new ones. R-V-LITE’s intensive 
consumer advertising program in top magazines and 
on local radio stations, is constantly increasing the 
demand for these versatile window materials. Be 
sure that you get your share of this business. 





SCORES of USES about the FARM and HOME 


Poultry & Hog House Windows e Garage 
& Barn Windows e@ Attic, Basement and 
Shed Windows @ Homes under Construction 
© Skylights ¢ Partitions e Outdoor Scaffold 
Protection @ Hot & Cold Bed Frames. 





* Make Your Store HEADQUARTERS for. R-V-LITE! 
| USE THIS FREE 
JUMBO 


A d @ H Ki : 
es ET vertising Kit! 
i Ris Sales-tested store displays that help 


La wri é ces you capitalize on. the huge, pre- 
i “VU. MS sold R-V-LITE market. 
I= TE Rac : ue 


Y 


ArveY CORPORATION 










RN" pite 






Ask your whole- 
saler for your 
kit today! 
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either as a floor covering or a 
wainscoting material, Mr. Stewart 
said. Under the new process, which 
materially reduces the time neces- 
sary to bake the tile, the basic 
baking operation consists of a high 
frequency electric current flowing 
directly through the cork which is 
sandwiched between metal plates 
and held within a mold. The heat 
is generated uniformly, causing 
temperature throughout the cork to 
rise at a rapid and constant rate. 
The result is uniform baking with- 
out materially affecting the natural 
beauty and light shade of the cork. 
Write Armstrong Cork Company, 
Dept. AL, 4711 Lincoln St., Lan- 
caster, Pa, 


‘52 Model 6" x 60" Jointer 


The Heston and Anderson ’52 
Model 6” Jointer has a narrower 
throat opening, a fence that may 
be set at an angle across the cutter- 
head for shearing cutting and for 
jointing short stock safely. The 
guard turns under table when rab- 
beting wide stock and is imme- 
diately returned; no adjustments 
necessary. Table 60” over all; rab- 
bets °%” providing depth cutting 
often needed. Direct drive model 
now available. For latest bulletin, 
write Heston & Anderson Division 
St. Paul Foundry and Mfg. Com- 
pany, Dept. AL, Fairfield, Iowa. 





New Style Liner Models _ 


Production of its new 3400 series 
Style Liner models with advanced 
design “Power Chief” valve-in- 
head engine, has been announced by 
the Federal Motor Truck Company. 
Of special significance is the high 
power output and comparative low 
chassis weight of these vehicles 
which assures faster operating 
schedules and bigger payload abil- 
ity to meet increasing highway 
load restrictions. The new series 
will be comprised of three models, 
3401, 3402 and 3404, all of which 
represent important additions to 
the Federal line. Gross vehicle 
weights range from 23,000 to 
25,000 lbs., with tractor-trailer rat- 
ings to 45,000 lbs., depending on 
models. Units will be available in 
eight wheelbase lengths from 136” 
to 250” with cab to axle dimensions 


from 60%” to 174%”. Tractor 
shown has 136” wheelbase. Fed- 
eral’s new “Power Chief”  six- 


cylinder, valve-in-head engine is 


engineered to provide increased 
power output and peak fuel econ- 
omy under all operating conditions, 
Write Federal Motor Truck Com- 
pany, Dept. AL, Detroit 9, Mich. 





Celotex Key Joint Units 


Celotex Key Joint Units area 
departure from conventional insu- 
lating interior finish products. The 
exposed spline joint on all four 
edges is the key to the outstanding 
flexibility of design and speed of 
application which distinguish this 
sturdy *4-inch material. With this 
joint, the units may be applied di- 
rectly to open framing without the 
use of furring strips or other prep- 
aration. Panels may be side- or 
end-matched, erected horizontally 
or vertically, or interchanged at 
will without cutting or sawing be- 
cause all four edges are alike. Sized 
in multiples of 16 inches, the units 
fit standard construction with fram- 








CONVEY IT... 


FOR FASTER LOWER COST HANDLING 








*% 


No. AL-121. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


CONVEYORS 










RAVITY & POWER 
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If you are a building material dealer, it will be. 
definitely to your advantage to investigate the 
sales possibilities of the THOMASON Flush Door | “4 
in your territory. oe 
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sed ing on 16-inch centers. The 74-inch 






on- thick splines are furnished in nat- 
ns, ural cane fiberboard but the variety 
m- of attractive decorative possibilities 





A “silent salesman” 


may be extended by using a wider 
spline of Celotex %-inch thick 
Hard Board or other 44-inch ma- 
terial When painted to provide 
color contrast against the units, 
which come predecorated in white, 
the wider spline contributes still 
another smart decorative effect. 
Write the Celotex Cciporation, 
Dept. AL, 120 S. LaSalle St., Chi- 


cago 3, Ill. 


that really says a lot! 
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he Marlite Velwood 

p- Marlite Velwood was developed 
or in response for a low-cost wallpanel 
ly in the richness and warmth of fine 
at finished woods. It is now available 
ne in four beautiful, fully-finished 
ad wood grains: blond mahogany, red 
ts mahogany, silver walnut, and brown 
n- walnut. The standard panels are 


7 5/32” thick with a maximum width 
of 48” and a maximum length of 
96”. Marlite Velwood is especially 
suited to the needs of non-resi- 
dential interiors, as well as rooms 
of all kinds in new or remodeled 
homes. Already many dealers are 
suggesting Marlite Velwood for of- 
fices, conference rooms, lobbies, ele- 
vator interiors, reception rooms, 
dining rooms, and hundreds of 
other areas where modern wood fin- 
ishes provide dignity . . . where 





HEN you place this attention-com- 
pelling Pennvernon decalcomania 
on your store window or door, you tell the 
world that “here is headquarters for qual- 
ity window glass.” It’s a strong point-of- 
purchase tie-in which takes advantage 
of the exceptional public acceptance of 
Pennvernon as window glass at its best. 
Display this decal prominently. It will 
Gustine: oh tree eal bring more buyers into your store, not 
nance are important. A colorful ' only for Pennvernon Window Glass, but 
folder illustrating Marlite Velwood for other supplies too. 

and its many uses is available. 
\ Write Marsh Wall Products, Inc., M 


Dept. AL, Dover, Ohio, Subsidiary 
of Masonite Corporation. 








these other hard-hitting sales aids 


—which will help you achieve a well-integrated promotion 
i r effort: (1) a powerful, sales-winning window card; (2) an 





eye-catching counter easel; (3) an ingenious 3-piece streamer; 
(4) resultful envelope folders; (5) effective newspaper mats. 





Pennuernon 
Window Grass 


‘@ 
CHHVETHO/t WinDOW GLASS 


Put these business-builders to work. You can get them 
through your local Pittsburgh Plate Glass Company branch 


or jobber. 








OO 


| New Horizontal Jet Pumps PAINTS - GLASS - CHEMICALS -* BRUSHES - PLASTICS 
Delco Appliance Division of Gen- 
eral Motors Corporation announces PITTSBURGH PLATE GLASS COMPANY 








the addition of two new larger 
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capacity models to the outstanding 
line of Delco Horizontal Convert- 
ible Jet Pumps. These new 34 and 
1 HP pumps are capable of deliv- 
ering up to 1620 gallons of water 
per hour and operating at depths 
to 120 feet. They are simple and 
compact in design—rugged in con- 
struction, and powered by the 
famous Delco condenser-start mo- 
tor which operates on either 115 
or 230 volt 60 cycle AC, have built- 
in overload protection, ball bear- 
ings, and lifetime lubrication. De- 
sign and construction is such that 
the working parts of the pump can 
be removed as a unit without dis- 
turbing any plumbing connections, 
and conversion from shallow well 
to deep well operation is easy and 
inexpensive—even after  installa- 
tions. Write Delco Appliance Divi- 
sion of General Motors Corp., Dept. 
AL, Rochester 1, N. Y. 


Color-Toned Wood Sealers 


A “Western palette” of color- 
toned penetrating wood sealers, de- 
signed to preserve wood grain and 
minimize warping and_ swelling, 
was recently introduced east of the 
Rocky Mountains by Monsanto 
Chemical Company’s Western Divi- 
sion. Color values of the sealers 
are complementary and may be used 
in any combination to achieve a 
smooth harmony. They are espe- 


cially suited to blending outdoors 
and indoors, as called for by modern 
architecture. Because the new 
sealers color by penetrating wood 
cells, they do not hide the wood 
grain or build up a heavy surface 
film which might crack, peel or 
blister. The new sealers, companion 
products to Monsanto’s Redwood 


Rez, are Driftwood Rez, a pearly © 


bleached tone; Sage Rez, a soft 
desert green; Mahogany Rez and 
Cedar Rez, simulating the natural 
colors of these woods. The color- 
toned sealers will give exterior 
siding, shakes or shingles protec- 
tion against weathering, fading and 
bleaching. Write Monsanto Chem- 
ical Company, Dept. AL, St. Louis 
4, Mo. 





Bulldog Repair Clamp 


Homeowners are daily facing 
leaks in their water lines. But now 
there is no need for them to shut 
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Better Service 


from 


WISCONSIN'S 
? Hardwood Forests 
to your 
Customers’ Floors 


Whether you need Northern Hard Maple, 
Oak or Birch flooring, Yawkey-Bissell offers 
you these advantages: 

® Centralized plant location up here in North- 
ern Wisconsin, right where the hardwood 
timber grows, 

® Mill facilities that provide ample ca- 


pacity for large volume production of 
all types and sizes of hardwood flooring. 


® Well balanced inventories of finished 


flooring to take care of most orders promptly. 


® Mill work second to none, producing strip 
and block flooring that you will be proud to 
sell and your customers will be proud to Jay. 
Let us quote on your current and future floor- 
ing requirements, Remember, it’s Yawkey- 
Bissell for Faster, Better Service and Better 


Flooring! 





off the water system and await the 
plumber’s arrival. They can just 
put on the handy, inexpensive Bull- 
dog Repair Clamp. Even the house- 
wife with a small wrench or a pair 
of pliers can repair the pipe, stop 
the leak and turn on the water 
again through the house. The 
Pioneer Bulldog Repair is sim- 
plicity itself: “After locating the 
leak, turn off the water main, place 
the big rubber patch over the hole, 
put on repair clamp and tighten, 
then turn on the water again.” 
The Bulldog works equally well on 
pipes of hot water systems and 
steam heating systems. It holds 
pressure, and strengthens the pipe 
section where repair is made and 
leak is stopped. Bulldog Pipe Re- 
pair units come in all sizes for 
home and industrial plant use; 
most popular for stocking at retail 
outlets are the %”, 34” and 1” 
sizes. Write Pioneer Company, 


Dept. AL, Century Building, Pitts- 
burgh 22, Pa. 














Cedar-Ridge—New Wall Panel 


A; new interior cedar panel, 
Cedar-Ridge, is being introduced 
and distributed throughout the 
midwest by Aetna Plywood & 
Veneer Company. Aetna points out 
that one of the chief attractions 
of Cedar-Ridge is its rich, reddish 
brown natural color which adds a 
comfortable, warm look to any 
room in which it is used. Another 
feature is the parallel-line design, 
with ridges and grooves unevenly 
spaced. Lights and shadows catch 
in these ridges and grooves, vary- 
ing the design and keeping it “for- 
ever animated.” Ridge tops are 
machined to resist splintering and 
denting, but the natural pattern of 
the wood-grain remains visible. 
Cedar-Ridge is said to have exten- 
sive possibilities for wall paneling, 
ceilings, cabinet doors, partitions, 
fixture displays. It is flexible in 
adjustment and adapts to many 
novel pattern arrangements of 
which Yo-Yo Angling, Center Dia- 
mond Set, and Alternate Checker- 
board are only a few. For descrip- 
tive folder, write Aetna Plywood 
& Veneer Company, Dept. AL, 1732 
N. Elston. Ave.,i Chicago 22, IIl. 
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Beat Holiday Wishes 


to Customers 
and Friends Everywhere 
Our sincere thanks for the busi- 
ness entrusted to us the past 12 


months. Shall hope to continue to 
serve you in 1952. 


PUTNAM LUMBER & EXPORT CO. 


P. O. Box 928, Jacksonville, Fla. 




















TRADE MARK 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


SUSANVILLE 


REGISTERED 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 











For 


Members: 


SHE, 


Oe aq 
ees 


~ o 
Lars 








Alli Your Future 


LUMBER NEEDS — 
' LIGHTSEY QUALITY 


Band Sawn 

North Carolina Pine 
Southern Hardwoods 
and 

Cypress 


End-Matched 
PINE — OAK — MAPLE — GUM 
FLOORING 


Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 











MILEY SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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Selected Lumber 

from Selected A115! 
LOJA GTO )N OED AN gl thal (6 
LONBER CO, 


- American Bank Bldg., Portland 5, Oregon 


¢ Phone AT 7245...Teletype PD 131 
’ 
v 
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New Electric Cutting Tool 


A high-speed portable cutting 
tool that eliminates time-consuming 
transportation of work to station- 





ary machines, has just been intro- 
duced. Named the “Handshaper” 
by its makers, the machine is ac- 
tually a portable milling machine— 
planer — router combination. 
“Handshaper” can be operated with 
ease by both skilled and unskilled 
personnel. The machine will follow 
concave and convex curves and at 
the same time can be moved up- 
ward or downward to cut in two 
directions, a feature that reduces 
many lengthy skilled operations to 
minutes. Furnished with one cut- 
ting head and two high speed ad- 
justable cutting blades, the new 
tool has a 60 cycle 115 volt and 
DC 18,000 r.p.m. motor with 12 ft. 
extension cord, screwdriver, blade 





“The eye of the master will do 
more work than both his hands.” 


—Ben Franklin's Almanac, 1757 


Touring thy plant with a critical eye can do more for 
the health of thy business than a trip to Washington. 
—Acme Steel Notebook, 1951 


Your management eye needs to be a dozen 
places at once these days—on supplies, on pro- 
duction, on deliveries and all over your plant 
to keep efficiency high and morale up. 


Your Acme Steel representative is ready 
to help bring you greater thrift in the use of 
Acme Steel’s flat steel strapping and stitching 
wire in your packaging, shipping, and materials 
handling operations. He may be able to suggest 
more efficient ways to use Acme Steel products 
and accessories to improve your use of the 
available supply. 


In spite of an increase in productive ca- 
pacity, U. S. military requirements for some 
products make it impossible for Acme Steel to 
meet all the demands of the 50,000 customers, 
representing nearly every American industry, 
in these rearming times. But Acme Steel tries 
to help in every way we can—we always have 
for more than 70 years. 


Information for ready reference on Acme 
Steel products is available upon request. 


ACME STEEL COMPANY 
Dept. AL-121, 2838 Archer Avenue, Chicago 8, Illinois 
To contact the nearest of our 46 Service Offices in the 
United States and Canada, check your telephone 
directory, or write us. 





5 things you can do to 
keep your Acme Steel 
Strapping Tools on the job: 
1. 
2. 


3. 


Clean and oil every week. 


Check and clean gripping dogs 
weekly. Replace when teeth are 
worn. 


Detect worn punches and jaws 
early by checking sealed joints 
regularly. If in doubt, submit 
samples, identified by model 
and serial number, to Custom- 
er Service Department, Acme 
Steel Company. 


Keep parts list and supply of 
spare parts handy to make 
minor repairs. Additional parts 
lists supplied upon request. 


Ask us about the Acme Steel 
““3-WAY SERVICE PLAN” for 
equipment repairs. 





Acme Steel Company has en- 
joyed sound, steady growth 
under the American business 
system of open competition. 
Since 1901 we have made 286 
consecutive dividend payments 
to our stockholders. 
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ACME STEELSTRAP flat steel strapping and, ACME UNIT- 
LOAD carload bracing BAND, SEALS and TOOLS @ ACME 
SILVERSTITCHERS and ACME SILVERSTITCH WIRE for box 
stitching @ ACME-MORRISON METAL STITCHERS and 
BOOK STITCHERS @ ACME-CHAMPION BAG STITCHERS 
@ ACME HOT AND COLD ROLLED STRIP STEEL @ ACME 
GALVA-BOND steel slat. stock for Venetian blinds © 
ACME STEEL SPECIALTIES, including hoops, corrugated 
fasteners, nail-on strapping and other container rein- 
forcements @ ACME STEEL ACCESSORIES—snips, cutters, 
punches, tool mounts, reel stands, coil holders, coil trays. 


and head wrenches. Write Com- 
posite Die Supply Co., Dept. AL-26, 
14310 Birwood, Detroit 4, Mich. 





"Read-Rite" Rule 


This new Stanley zig zag rule, 
No. 156F, is designed to read left 
to right, or right to left, by merely 
rolling the rule over in a natural 
manner. This eliminates end-over- 
end twisting or flopping of the rule. 
When the rule is opened, gradua- 
tions always lie close to the work 
for easy reading—from left to 
right or from right to left, which- 
ever the case might be. The new 
“Read-Rite” is a first line Green 
End rule featuring longer wearing 
nickel silver joints with ball-socket 
action; a new plastic finish that 
protects graduations four times 
longer; and large easy-to-read num- 
bers. Branding is in red. Green 
Ends. Write Stanley Tools, Dept. 


AL, New Britain, Conn, 





a 


es 


Hollow Metal Sliding Door 


The new Hollow Metal Sliding 
Door was designed to solve the 
problem of door swing space in 
small apartments, homes and of- 
fices and at the same time add 
a new note of modern design to any 
type of room. This durable slid- 
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m- — ing door has a semi-flush surface 
. slightly indented with two vertical 
lines where the metal sections are 
joined, adding a simple striking, 
decorative design to the door as 
well as additional strength. Its ex- 
tremely light weight makes open- 
ing and closing easy. The hollow 
construction and close fitting frame 
make it comparatively sound proof. 
The entire frame, overhead track 
and sliding mechanism are com- 


letely prefabricated, making in- 

‘tallation a simple, inexpensive op- los oe LVE COLORS 3 

eration, reducing labor costs to a sable in 12. pleasin 

minimum. It is now available in available aa en colors, 

a standard 2’6” x 6’8” size. Door e in solid colors, 4 x 4” si, 
veline (horizontal lines on 9” 


is 134” thick. Door jamb is 534” , 
wide. Overhead track is 60” long Leatherwood (a grained leathe, | 
“ , available in 4 colors. 
















with wall pocket 3013/16” deep. 
The entire frame mounts on 2 x 4 
wood stud or 4” masonry construc- 
tion. Write Diebold, Incorporated, 
le, Dept. AL, Canton 2, Ohio. 























LARGE SHEET SIZE 


- ++ UP to 12 ft. long, reduces application 
cost... and no premium for long lengths. 


























New Literature 


Top photograph shows the four 


basic items of literature available Superlite Panels are sheets of Masonite Presdwood, surfaced with « 


free of charge from the offices of aah . okie ; 
the Stained Shingle and Shake As- high gloss, durable baked-on plastic finish in twelve colors. Available in 
sheet sizes 4 ft. wide, and from 4 ft. up 


sociation. On the left, also shown , . 
in large photograph, is the 24-page to 12 ft. long. Finished four ways: solid 



































full-color Handbook of the cedar Ee colors, tile design (4” x 4”square), Leveline 
‘ shake industry which tells and : (horizontal lines on 8” centers) and in 
shows how to build with pre- Leatherwood (a grained leather effect), — TILE EFFECT LEVELINE 
j stained cedar shakes. Second leaf- ~--—| — in four colors and in sheet size 4 ft. x 8 ft. Also evallitile. te gletn chests. — 








let from the left is the 8-page 
Sweet’s Catalog insert for archi- 
tects which contains the complete 
specifications for roof and sidewall 
application of cedar shingles and 
shakes. Third from the left is the 
full-color consumer 4-page leaflet 
ae outlines the ripen gt 
uilding exterior walls with cedar se ” 
shakes. The other item is the for more than a decade 
standard grading rules adopted by 








SUPERIOR WALL PRODUCTS CO. 


4401 N. American St., Philadelphia 40, Pa. 


<—a:°5 0% 
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the Stained Shingle and Shake As- 
sociation. For copies of this in- 
formative literature write Stained 
Shingle and Shake Association, 
Dept. AL, 5527 White Bldg., Seattle 
1, Wash. 





Letters for Store Fronts 


Production short cuts in the 
manufacture of dimensional letters 
for store fronts now make “raised’”’ 
letter signs as inexpensive as 
hand-painted signs. Manufactured 
upon individual order of plastic- 
bonded marine board, Trio’s raised 
letters are good “almost for the 
life ot the building.” Where a 
hand-painted sign must be renewed 
almost yearly, Trio’s baked enamel 
finish is durable for a minimum of 
five or six years. Then a painting 
will make it good as new. In ad- 
dition to the usual application of 
the firm name, these dimensional 
letters also find wide use on in- 
teriors for department designations. 
Write Trio Letters, Inc., Dept. AL, 
Sandwich, IIl. 
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Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 

rfect answer to more room for living! 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached for 
easy installation. 

















WRITE FOR NAME OF NEAREST DISTRIBUTOR! 


EZ-WAY SALES, Inc. 


SOK es, Doerr ST. PAUL PARK, MIMMESOTA 
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it's easier to 


SELL WITH | 


_ EVERSHARP 


POWER 
MOWERS 




















Sales Manual 


The 22-page book, “It’s Easier to 
Sell with Eversharp,” discusses 
the power mower market and helps 
dealers determine who the power 
mower prospects are in their com- 
munity. It also tells how to dis- 
play and demonstrate power mow- 
ers to greatest advantage. Along 
with illustrated explanations of 
the Eversharp “Simplified Design” 
features, it illustrates and describes 
each of the four Eversharp Power 
Mowers, as well as the three Hand 
Mowers, models and sizes. Other in- 
formation includes mower assem- 
bling instructions, parts price lists 
for power and hand mowers, and 
the complete variety of advertising 
helps now available to every Ever- 
sharp Mower dealer. Write Mid- 
west Mower Corp., Dept. AL, 1006 
Olive St., St. Louis 1, Mo. 





Squared-Circle Saw Blade 


Claimed to be the most revolu- 
tionary departure in saw blades de- 
sign, a complete line of square 
blades has been introduced by Clark 
& Sawyer, Inc. Operating on an 
entirely new cutting principle, the 
Squared-Circle Saw Blade is said 
to handle all types of cross-cutting 
and rip sawing faster than the 





conventional type circular saw 
blade. The Squared-Circle Saw 
Blade is actually a square with a 
series of scientifically-designed 
teeth located at each corner of the 
square. The absence of teeth along 
the sides of the square means that 
there is very little friction during 
the cutting operation. This results 
in a cooler cutting blade and vir- 
tually eliminates the problem of 
burned out blades or motors. The 
manufacturer also reports that the 
Squared-Circle Saw Blade requires 
considerably less power to operate. 
For descriptive literature write 
Clark & Sawyer, Inc., Dept. AL, 
602 Mateo St., Los Angeles 21, 
Calif. 





New Heat Machine 

A new 140,000 B.T.U. heat ma- 
chine for indoor or outdoor use is 
known as the Fageol Model PW- 
140. The machine is reputed to em- 
ploy an entirely new principle of 
forced-air circulation and to “heat 
men at work—not empty spaces.” 
By blowing warm air out of the 
machine’s base along the floor, it is 
said to create a 6-foot-high heat 
blanket which eliminates the neces- 
sity for heating vast overhead 
areas in order to keep workers 
comfortably warm. This concentra- 
tion of heat is reported to reduce 
heating costs by as much as 90 per- 
cent. Unlike ordinary conventional 
heaters, the Model PW-140 sprays 
heat from all sides across the floor. 
Consequently, it can be advantage- 
ously located in the center of large 
areas. The Model PW-140 is de- 
signed to comfortably heat workers 
in areas up to 3,000 square feet of 
confined space or 1,600 square feet 
of open space. A 200,000 B.T.U. 
model known as PW-200 is also 
available. Write Fageol Heat Ma- 
chine Co., Dept. AL, 5725 Mt. EI- 
liott Ave., Detroit 11, Mich. 
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A name that has 
stood for quality 
and leadership in 


the 
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field 


Better Products — 
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Basement Windows 


Coal Chutes 


* 


Home Build- 
Sept Dome Dampers 
Specialties * 
for years. — Ash Pit Doors 
= 


Package Receivers 


Greater Profits, * 


Ask for Catalog. 


Joist Hangers, etc. 











National Sales Representatives: HARRIS, Inc. 


GABRIEL 


200 E. Long St., Columbus 15, Ohio 
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43700 Sherwood, Detroit /2, Mich. 





. Southern Pine and Hardwood Lumber 
| Rocky Creek Brand Oak Flooring 





CHAPMAN, ALABAMA 


67 YEARS OF MANUFACTURING YELLOW PINE AND 


HARDWOOD 
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looking for 
something... 


. that’s hard to find? We suggest that 
you check the classified section of American 
Lumberman to find that piece of equipment 
or business for sale that you are looking for 
—or you may be looking for a good man to 
fill an important job! We will help you to 
find just what you have in mind by either 
running an ad for you or suggesting that 
you read the columns of ads found in the 


back section of each issue. 


. don’t forget that American Lumberman 
reaches some 25,000 interested persons every 
other Saturday in its nationwide distribu- 
tion. Check the classified pages for rates or 
send us your ad and we'll quote you our 


current rate, 
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Make the Hammer = 
Test ae 


Drive Screw Nails 


r 
Flooring — Pallets 
Masonry — Etc. 
Hardened or Regular Steel—All Sizes 


Drives Like Any Ordinary Nail 
Turns and Holds Like a Screw 


Write — Free — Samples 
and Price List 


OT LLL LEK. 


NAIL & WIRE FABRICATORS, INC. 


1311 Nostrand Ave., Brooklyr 26, N. Y. 
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NAMES IN THE NEWS 





Rubberset's Ai 

The Rubberset Company’s air taxi 
picked up paint brush representatives 
all over the country and flew them 
to Colorado Springs recently for an 
annual three-day sales conference. 
Pictured with the DC-3 at Colorado 
Springs airport are, l. to r., Walter 
Daggatt, vice-president in charge of 
sales; Lyles Zabriskie, Chicago; Dave 
Flannery, flight captain; Bill Abbott, 
Ist officer; Joe Wood, Seattle; Bill 





Shoop, Minneapolis; Elwood Jones, 
president; Guy Yates, Kansas City; 
Joe Pace, Dallas; Hugh Epperson, 
Central Division manager; Jim Smith, 
sales manager special brushes; Dave 
Barry, sales manager regular brushes; 
Henry Jackson, New Orleans; Joe 
Dorr, Oklahoma City; Cecil Marion, 
Indianapolis; Bill Randall, Los An- 
geles; Jim McKendrick, San Fran- 
cisco and a guest, Bailey Barnes of 
the duPont Company. 








State Officials Attend 
Dedication of New Plant 


At the recent dedication of Rock- 
well Mfg. Co.’s new plant in Tupelo, 
Miss., a number of top state officials 
were on hand to greet management 
people who came in from their Pitts- 
burgh home office for the occasion. 
Left to right are Gov.-elect Hugh L. 
White, Governor Fielding Wright, H. 
Campbell Stukeman, 
and Col. W. F. Rockwell, chairman of 
the board. 


Booth Visitors Eligible 
to Win Morrison Doors 


Five Morrison Roly-Doors will be 
given away free to distributors, deal- 
ers and architects at the NAHB An- 
nual Convention and Exposition, in 
Chicago, January 20-24, it was an- 
nounced by Morey Morrison, sales 
manager of the Roly-Door Division of 
Morrison Steel Products, Inc. 

Every visitor to the Morrison Roly- 
Door booth will be eligible to win one 
of these four-sectional, all-steel over- 
head garage doors. The Roly-Door 
Exhibit will be in Space 219 on the 
third floor of the Hotel Stevens. 
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vice-president, . 


Celotex Wins Again 


Direct mail advertising material, 
produced during the past year by The 
Celotex Corporation, Chicago, was 
judged best in the Building Materials 
industry in the Direct Mail Advertis- 
ing Association’s 23rd annual competi- 
tion. Award winners were announced 
during the Association’s annual con- 
vention at the Schroeder Hotel, Mil- 
waukee,. This is the third consecutive 
year that Celotex advertising has 
won the D.M.A.A. “Best of Industry” 
award. 


Second Convention for Wm. 
Cameron & Co. Employes 


More than 150 Wm. Cameron & Co. 
employes attended the second Com- 
pany Convention held this year in 
Waco, Tex., on November 12. Those 
in attendance were assistant manag- 
ers, bookkeepers and outside salesmen 
of the 83 retail yards and the chief 
clerks from the 18 wholesale branches. 

The idea of separate conventions, 
one for the managers and wholesale 
salesmen and another for the assist- 
ants, was conceived by G. H. Zimmer- 
man, president of Wm. Cameron & 
Co. The subjects of discussion at the 
different conventions can be cut to fit 
the respective audiences perfectly for 
it is recognized that the problems of 
the management are somewhat differ- 
ent from those of the assistants and 
other personnel. 

After-a full day of business 
sessions a banquet was held at which 
all of the employes of the general 
offices of the company and the whole- 
sale division offices were present. 
Many of the sources of supply of Wm. 
Cameron & Co. cames as guests. More 
than 500 attended the banquet. Jimmy 





Arrington, of Collins, Miss. was the 
featured speaker. An hour of profes- 
sional entertainment closed the activi- 
ties for the opening day. 

On the second day of the convention 
all of the company delegates made a 
tour through headquarters of the 
Wallpaper & Paint Division, the Gen- 
eral Offices, the Wholesale Division 
Offices and the Ideal Millwork Fac- 
tory. 


Georgia-Pacific Plywood Co. 
Opens R.1. Warehouse 


Georgia-Pacific Plywood Company 
has opened a new warehouse at Har- 
borside Industrial Park in Providence, 
R. I., James L. Buckley, vice-president 
of the company’s Eastern Division, 
announces. 

“The new warehouse, the com- 
pany’s first in Rhode Island, will 
bring faster service to Georgia-Pacific 
customers not only in Rhode Island, 
but in Bristol County in Massachu- 
setts and Windham, Tolland and New 
London counties in Connecticut,” Mr. 
Buckley said. 

Bernard V. Longerman will be in 
charge of the Providence warehouse 
under the supervision of District 
Manager Charles Levesque. All items 
of fir plywood, GPX, interior and ex- 
terior fir doors, interior gum and in- 
terior birch flush doors will be in 
stock. 

The Providence sales warehouse be- 
comes the company’s second outlet in 
New England... The other is at Castle 
Island, South Boston. There are 16 


warehouses in Georgia-Pacific’s coast- 
to-coast operation. 





PART OF THE 65,000 FANS who uti- 
lized the megaphones distributed by 
the Ludman Corporation to help them 
cheer at the University of Miami, 
University of Florida Homecoming 
Game. 


"Compliments of 
Ludman Corporation" 


Interesting promotion campaign 
was the recent idea developed for the 
Ludman Corporation, Miami, Fla., 
manufacturers of Auto-Lok Windows. 
Sensing the increasing amount of 
inter-state rivalry looming among 
the fans for the University of Miami, 
University of Florida Homecoming 
game at the Orange Bowl in Miami 
and taking note of the tremendous 
demand for tickets to the ball game, 
Dick Stern, public relations director 
for Ludman, felt that a one-time pro- 
motion stunt would capitalize on the 
more than 65,000 expected attendance 
at the game. Stern went to the Uni- 
versity of Miami officials with the 
idea that his company would lend 
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Since 1895 


Manufacturers of Highest Quality 
Forest Products from 
Bs IDAHO WHITE PINE - PONDEROSA PINE 
. DOUGLAS FIR - LARCH > ENGELMANN SPRUCE 







J \ J. Neils Lumber Company 









MILLS: Libby & Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 








Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


® 
BROOM HANDLES 
GRADED SAWDUST 


Sanetey 


Thank you for the business placed with us 
during the past 12 months. Looking ahead 
to 1952, we assure you continuance of 
Angelina Hardwood’s “best of service” — 
prompt truck or rail delivery. 


Staple Items: 


% K/D Hardwoods (Southern species, in- 
cluding Walnut) 

%* Oak Stair Treads 

%* Oak Thresholds 


e % Truck Flooring and Stakes 
° % Oak and/or Gum glued-up Panels 
High Grade Northern Hardwoods % Squares and Table Legs (glued-up) 
% Sound Framing Stock 
% Sound and Better Dimensions 
* * Bed Rails 
e . % Surveyor Stakes 
Custom Kiln Drying We now operate a sawmill % Hardwood Pallets 
at Palestine, and furnish 
green timbers, including We can furnish Machined Hardwood Dimen- 
* White Oak Ship Timbers. sion through Double-end Tenoner. 


naw MPM A NHL A ONL HM A. ANGELINA HARDWOOD 
oconto, Wisconsin SALES COMPANY 


P. O. Box 1020 Lufkin, Texas 
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KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 





SOUTHERN PINE LUMBER 


> TEXARKANA USA. 


- GAK FLOORING 
SALES OFFICE 


SOUTHERN HARDWOODS 
DIBOLL ano PINELAND, TEXAS 


MILLS 
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color to the game and increase the 
spirit of the Homecoming. He sold 
them on the basis of it being almost 
in its entirety, an institutional pro- 
motion. 

Together with the Butler-Wilson 
Paper Company, Stern devised the 
plan whereby 65,000. megaphones 
could be manufactured and imprinted 
with the colors of both schools. He 
also planned that the cheering aids 
carried the following legend: 


GO, TEAM GO! 
1951 
HOMECOMING GAME 
UNIVERSITY OF MIAMI 


vs. 
UNIVERSITY OF FLORIDA 

ORANGE BOWL 

November 17, 1951 


Compliments of LUDMAN CORPO- 
RATION — Miami 


World Famous for Auto-Lok Awning 
Windows and Windo-Tite 
Glass Jalousie 

Though seemingly impossible, the 
megaphones were turned out in less 
than one week. Promptly at 7:45, ex- 
actly one-half hour before kick-off, 
the ushers began giving them out. 
By kick-off time, the noisy stadium 
was still noisier, courtesy of the Lud- 
man Corp. 

Local newspapers ran three column 
pictures of the crowd and invariably 
the megaphones were prominent. The 
idea was a first in this type of pro- 
motion. 





Baldwin-Hill Buys 
Rockdale Plant 


To meet the growing need of indus- 
try and homes for mineral wool in- 
sulating products, the Baldwin-Hill 
Company, Trenton, N. J., has ac- 
quired the Rockdale Insulation plant 
near Housatonic, Mass. This purchase 
was made from the Eagle-Picher 
Company, Cincinnati, Ohio. 

The Rockdale plant will be operated 
to develop new Baldwin-Hill products 
as well as to manufatture and dis- 
tribute Baldwin-Hill materials to the 
New England territory. The facili- 
ties of this plant include the main 
production building, material handling 
bins and equipment as well as welfare 
and office buildings. Baldwin-Hill will 
make available to the new plant in- 
creased scientific and technical re- 


sources. and will add to operating 


equipment already installed. 

The purchase of the Rockdale plant 
continues. the expansion of the Bald- 
win-Hill Company who now operate 
factories at Trenton, N. J., Kalamazoo, 
Mich., Huntington, Ind. and Temple, 
Texas, 
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Acme Steel Official 


Hugh L. Bills, vice-president in 
charge of industrial relations, Acme 
Steel Company, received the 1951 In- 
dustrial Relations Achievement Award 
of the National Metal Trades Asso- 
ciation, November 15 in the Black- 
stone Hotel, Chicago during the 52nd 
Annual N.M.T.A. Convention. 

The inscribed plaque was presented 
by Joseph L. Kopf, association presi- 
dent, at a special luncheon ceremony. 
Citation read: “For contributions to 
the fields of merit rating and sound 
specialist training, for ably interpret- 
ing industry to the public and its 
representatives, for unfailing support 
and guidance to efforts raising the 
standards of industrial relations per- 
sonnel, and for conspicuous success 
in promoting better labor and human 
relations.” 

After 16 years as a labor relations 
consultant, Mr. Bills joined Acme 
Steel Company in 1937 as director of 
industrial relations and was appointed 
vice-president in January, 1950. Mr. 
Bills is past president of the In- 
dustrial Relations Association of Chi- 
cago; former chairman of the Legisla- 
tive Committee of the Illinois State 
Chamber of Commerce; present chair- 
man of the Labor Relations Commit- 
tee of the Counsel of State Chambers 
of Commerce; member of the In- 
dustrial Relations Committee of the 
American Iron and Steel Institute; 
supervisor of Industrial Relations 
Seminar at the University of Chi- 
cago; past president and present 
member of the Board of Trustees of 
the Chicago Junior School. 


Olin, Frost Lumber 
Industries Consolidate 


Olin Industries, Inc., East Alton, 
Ill., and Frost Lumber Industries, Inc., 
Shreveport, La., have agreed upon a 
plan to consolidate their businesses 
and properties, it was announced 
jointly by their respective presidents, 
John M. Olin and Frank T. Whited. 

Frost stockholders have been asked 
to approve an exchange of their com- 
pany’s assets for Olin capital stock. 
Frost Lumber Industries, with tim- 
berlands, sawmills, railroads, and oil 
and gas properties in Louisiana,. Ar- 
kansas and Texas, will continue ‘op- 
erations under its present manage- 
ment .as a division of Olin. 

The acquisition will provide Olin 
with 450,000 acres of heavily forested 
land which is more than sufficient to 
support, on a perpetual yield basis, 
the nitrating and dissolving wood pulp 
mill which Olin plans to construct. 
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UNIFORM QUALITY 


OAK 
BEECH 
,) PECAN 
ASH 


You are sure of quality and uniformity of CAHABA Brand 
Hardwood Flooring. It is carefully dried and precision ma- 
chined. Available in straight or mixed cars with air dried 
Yellow Pine Boards and Dimension. For prompt attention on 
your needs phone or write 


Miller & Company, Inc. 


Manufacturers of 
Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 23761 


HAROWOOD 
XQ FLOORING 





Hardwoo 
Flooring 














SO UNDBILT 


Exterior and Interior 


DOUGLAS FIR PLYWOOD 





Made Soundly to Sell Soundly 
The name, “Soundbilt”, is your assurance of quality and 
satisfaction in buying Exterior or Interior Douglas Fir 
Plywood. 
“Soundbilt” is truly SOUNDLY-BUILT Plywood — made 
from selected old-growth peeler logs, in a plant laid out 
for efficient, economical production. 


Modern equipment, skilled workers and close supervision 
assure you the best of manufacture. Available in all 
standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 





Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 

FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 
MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
Air-dried QUALITY LUMBER 








Kiln-dried 
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to ventilate sidewalls 
and prevent condensation 
and moisture blistering. 
The new™ LD” series Midget 
Louvers are especially 
designed for inside venti- 
lation or on the outside 
where structural charac- 
teristics shield the face of 
the Louver from the 
elements. 


All-aluminum “Midget” 
Louvers come in 5 conveni- 
ent sizes — 1, 2", 242", 
3” and 4”. 
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“MIDGET” LOUVER CO. 


NORWALK, CONNECTICUT 


6-8 WALL STREET °* 
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SEASON'S GRERTINGS 


from Your 
Western Wholesalers 


May we take this opportunity to express our 
appreciation of the increased business en- 
trusted to us in 1951. 


We've enjoyed serving old customers—and of 
making the acquaintance of new ones who 
have joined the customer-fold this past year. 
Your Western Wholesalers make it a point to 
maintain an intimate knowledge of the west- 
ern mills—and pledge continuance of their 
ever alert “service from many mills’’—service 
from the mills best equipped to meet your 
particular needs. 

Consult your Western Wholesaler on your 
1952 requirements. 












OORT AS epee’ ©. rt 
564 Market St., San Francisco 4, Cai. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O 


Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenue 
Portiand 4, Oregon 


Cari E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


Malin 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PD572 


Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns 




















Morrill & Sturgeon MORSTURG) 
Lumber Co. wae soar 


YEON BLDG., PORTLAND, ORE. 


Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS © WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 


Our 3lst Year 
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Champions Again! 

Scoring better than an average 
point per minute for its entire 1951 
playing time, Southern Lumber Com- 
pany’s Midget Football Team has 
again won the Midget Championship 
of South Arkansas, thus duplicating 
its 1950 record. Sponsored by this 
pioneer manufacturer of Arkansas 
Soft Pine at Warren, Ark., member- 


Wood-Turners to Meet Jan. 25 


The Annual Meeting of the Wood- 
Turners Service Bureau will be held 
at the Copley Plaza Hotel in Boston, 
January 25, 1952. Arthur C. Babson, 
vice-president of Babson’s Reports, 
Inc., Wellesley, Mass., will speak on 
“The Business Outlook for 1952,” 
There will also be discussions of in- 
dustry matter including the ceiling 
price regulation for the industry 
which has just been issued, CPR #95. 


12 Paint Manufacturers 
Meet in Atlantic City 


The annual meeting of the board of 
directors of Paint Research Asso- 
ciates, Inc., was held in Atlantic City, 
N. J., October 28 and 29. Elected to 
office, for a two-year period, were 
the following directors: Walter S. 
Hanna—president, Frank McLister— 
vice-president, G. R. Seidlitz—treas- 
urer, H. B. Davis—secretary. 

William T. Walton, technical direc- 
tor, announced completion of an ex- 
tensive addition to the P. R. A. labor- 
atory in Chicago, Ill., also increases 
in the technical staff to permit a 
wider range of research activity and 
efficient handling of all problems sub- 
mitted by members. Both long and 
short-range research programs, in 
which the technical staffs of all mem- 
ber concerns will cooperate with the 
Chicago research laboratory, were 
discussed and definite programs es- 
tablished. 

Paint Research Associates, Inc., 
comprises a group of 12 independent 
paint manufacturers representing 
every section of the country, who 
maintain a large and _ well-staffed 
laboratory in Chicago, IIl., to conduct 
basic and long-range research and 
testing in the field of protective and 
decorative coatings. Member con- 
cerns are: The H. B. Davis Company, 
Baltimore, Md.; Brooklyn Varnish 
Manufacturing Company, Brooklyn, 





ship of the team comprises employes’ 
sons who, thereby, represent their 
employer company in a wholesome 
character-building activity. “Not, only 
did our boys win all their regular 
season games,” said W. R. Warner, 
company manager, “they also de- 
feated the Warren All-Star Midget 
Team, made up of other local team 
players.” 


N. Y.; James Bute Company, Hovu- 
ston, Tex.; Bennet’s, Salt Lake City, 
Utah; Jewel Paint and Varnish 
Company, Chicago, Ill.; Kohler-Mc- 
Lister Paint Company, Denver, Colo.; 
McDougall-Butler Company, Buffalo, 
N. Y.; Hanna Paint Manufacturing 
Company, Columbus, Ohio; Seidlitz 
Paint and Varnish Company, Kansas 
City, Mo.; W. H. Sweney Company, 
St. Paul, Minn.; Walter N. Boysen 
Company, Oakland, Calif.; Warren 
— and Color Company, Nashville, 
enn. 


National Gypsum Company 
Designated "Excellently 
Managed" 


The National Gypsum Company, 
Buffalo, has been awarded a Certifi- 
cate of Management Excellence by the 
American Institute of Management, 
covering the year 1951. The company 
is one of 298 firms to receive this des- 
ignation, based on a yearly appraisal 
of over 3,000 concerns and embracing 
such factors as production efficiency, 
sales vigor, executive evaluation, cor- 
porate structure, health of earnings 
growth, research and development, 
fairness to stockholders, etc. 


Announcement of the award was 
made by Jackson Martindell, president 
of the Institute, who Praised National 
Gypsum’s “evolution, growth, diversi- 
fication and unity of command,” and 
revealed that a management audit of 
the concern had resulted in an analy- 
sis rating of 8,790 points out of a 
possible 10,000—this being 1,290 above 
the 7,500 points which firms must 
have in order to be certified as “ex- 
cellently managed” by A.I.M 


“The company maintains a domi- 
nant position in building better hous- 
ing at comparatively low cost,” the 
Institute advises in a special report 
on National Gypsum now being dis- 
tributed to members. and fellows of 
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SHOW THEM 
to | WM Fp 
DISPLAY YOUR DOORS in| l!| |<) 


revolving rack like this ae 
We furnish plans — you 

build rack. Write for 

"Revolving Display Plans." 

YOU CAN GET your exact | 
DOOR size every time at 
AETNA PLYWOOD—your 
dependable door supplier. 
Aetna's inventory includes 
over 70 different sizes of 
Flush House Doors and 60 
different sizes of Birch Cupboard Doors! 









































Build this revolving door rack 
from free AETNA plans. 


@ BIRCH — Interior or Exterior 134"', 134'' Ask about our light Balsa 
solid door! 


@®RED OAK — (8 sizes) Hollow Core, Interior 1%" 


@ PHILIPPINE MAHOGANY (Ribbon Striped Lauan) Hollow and 
Solid Core 1%"* and 1%" 


®FIR Paneled Doors — Interior and Exterior Grade A and B — 
panel and lights — 26 sizes 


® CUPBOARD DOORS — Birch: Flush type; 34'', G2S, over 50 sizes; 
lumber banded edge 4 sides 


Special size doors made to order by Aetna. Send your specifications. 


SEND FOR LITERATURE AND PRICES ON AETNAPLY DOORS 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 
Telephone: ARmitage 6-7100 











Robin Hood is a brand of Oak Flooring that is making 
a name for itself. It is pleasing customers everywhere. 
Robin Hood Brand is well-manufactured from fine, soft- 
textured, kiln dried Oak stock. Graded in accordance 
with NOFMA exacting standards. Note the. nail 
groove for easy laying. The center support assures a 
smooth, even floor. 


We are also wholesalers of Southern Yellow Pine, Hardwoods 
and Tidewater Red Cypress. Consult us on your requirements. 





Sole Distributors of Robin Hood Brand Oak Flooring 
Summerville, South Carolina 
Cag Phone 8212-3 P. O. Box 903 
ROBIN HOOD BRAND DAK FLOORING» Manufactured by Meridian Wood Products 


aa i Corp., Meridian, Miss. Carolina Hardwood 
Flooring Corp., Summerville, South Carolina 
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© BEST FOR NEW HOMES 


Now all colors are finished with the 
infra-red baked-on process for a 
more durable finish. 


© BEST FOR REMODELING 


Just apply Dua-Laps* over any old 
side- walls: wood, stucco, composi- 
tion. Blends with every type of build- 
ing material. 






STAINED SHINGLE COMPANY 


365 SPRUCE ST. © COLUMBUS 8, OHIO 








from ANACONDA 


May the bells of Christmas herald a joyous 
holiday season to lumber friends everywhere 
—and ring in a Happy and Prosperous New 
Year for one and all. 
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ANTI-RATTLE 





SIDE VIEW 


END VIEW 
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It’s as easy to install as a win- 
dow spring bolt. This new fric- 
tion sash holder can be used on 
any double-hung sash 1%” or 
thicker. Uses the same hole as a 
window spring bolt. For new 
sash, simply drill a %” hole at 
the center of one side only. The 
friction is easily adjusted after in- 
stallation to accommodate any 
weight sash. Where desired, the 
side with the sash holder can be 
weatherstripped; it’s never neces- 
sary to strip the opposite side be- 
cause of the tight contact. Fully 
guaranteed . Free display 
model available. 


Teloch 


BRASS WORKS, INC. 











Ask your jobber, 
or write us. 








( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


WILL NOT SHRINK: SELLS BETTER because 





"250 EAST FIFTH STREET | 
ST. PAUL 1, MINNESOTA 





STICKS AND STAYS pir 
iT 


it WORKS BETTER. 


pice mE 













Most dealers report: 4 

“Qur sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 





ONALD 












ear.” What’s more, C= DURHAM 
4 COMPANY 
peton 's See >) Des Moines 4 











Hard Water Putty 
ives you by far the 
st profit-margin on 

any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many ae materials may shrink 
fall out or ¢ ip off. Durham’s Rock-Har 

Water Putty does not shrink. Absolutely 

not. It sticks and stays put. You can saw or 

chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 


lowa 






in POWDER Form 
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the organization. “From the very be- 
ginning of its operations, the company 
has consistently emphasized diversifi- 
cation of its products, with the result 
that it gives the homeowner the ad- 
vantage of one manufacturer’s un- 
divided responsibility for the quality 
and practical efficiency of wall and 
ceiling materials and of high technical 
insulating characteristics.” 

The American Institute of Manage- 
ment is a non-profit foundation de- 
voted to the study and improvement 
of corporate organization and tech- 
niques. Its headquarters are at 50 


Washington Mews, New York 3, N. Y. 





Zonolite Opens 
Processing Plant 


Operations at the Zonolite Com- 
pany’s new Nashville, Tenn., process- 
ing plant get under way as Roy 
Weeks, works manager, switches on a 
Zonolite furnace. The plant will serve 
western Kentucky and Tennessee. Ver- 
miculite, a mica-like mineral, is re- 
ceived from the Zonolite mine in 
Traveler’s Rest, S.C. The new plant, 
like 34 others owned or licensed by 
Zonolite throughout the United States 
and Canada, processes the ore into 
plaster and concrete aggregate, loose 
fill insulation, packing material, and 
soil conditioner products. Others in 
the picture are, center, standing, John 
Huxley, plant engineer at the com- 
pany’s Libby, Mont., mine; Ed Wil- 
liams, engineer at Traveler’s Rest; 
and kneeling, Paul Lane, furnace op- 
erator at the new plant. 


Arvey Corporation Acquires 
Celanese's Vimlite Department 


Arvey Corporation, Chicago, manu- 
facturers of R-V-Lite All Purpose 
Window Materials, announces the pur- 
chase of the Vimlite Department of 
Celanese Corporation of America, ef- 
fective January 1, 1952. Vimlite, the 
original plastic-coated 14-mesh wire 
product, will be added to the present 
line of R-V-Lite All-Purpose Window 
Materials. 

Since 1929, when Vimlite was first 
marketed, the product has gained na- 
tionwide acceptance among farmers, 
homeowners and industrial users for 
such heavy duty applications as wind- 
breaks, scaffold protection, partitions, 
doors and windows in farm animal 
buildings, garages, sheds and base- 
ments. It is also used for skylights 
and storm insulation in barns and 
equipment shelters. Vimlite is a 
translucent, heavy-duty, semi-rigid 
material. 

All products in the R-V-Lite line 





are used extensively for poultry and 
brooder houses, farm animal build- 
ings, hot and cold bed frames, barns 
and other farm buildings, work shops, 
garages, storm windows and doors, 
sun porches, skylights and partitions, 


Dalton Company to. Represent 
Permite in Southwest 


The Dalton Company of Dallas, 
Tex., well known firm of manufactur- 
ers’ agents, will represent Aluminum 
Industries, Inc., Cincinnati, Ohio, on 
its line of Permite Aluminum Paints 
and Varnishes, in the states of Texas, 
Oklahoma, Louisiana and Arkansas. 
Announcement of the appointment 
was made by Lyle B. Paris, sales man- 
ager of the Paint and Varnish Divi- 
sion of the Cincinnati company. 


OBITUARIES 


OTTO J. ELLINGEN, 62, president 
of Conco Building Products, Inc., Men- 
dota, Ill., passed away suddenly in 
Mendota, on November 8. He was 
president also of Conco-Meier Corpo- 
ration, brick manufacturers, and a 
vice-president of H. D..Conkey & 
Company with whom he had been 
associated for more than 40 years. 
Mr. Ellingen was active in both sales 
and production in the two building 
materials firms which he headed, and 
was widely known in the building 
field. 


JOHN WOOD BLODGETT, 91, 
multi-millionare lumberman and 
philanthropist, died November 21 at 
his palatial estate in Grand Rapids, 
Mich. In good health until a few 
weeks ago, he was stricken with a 
heart ailment from which he never 
rallied. An ardent supporter of re- 
forestration, he had served as presi- 
dent of the National Lumber Manu- 
facturers association. 


EDGAR M. McGEE, 71, died sud- 
denly November 18, at his home at 
2008 Dilworth Road, Charlotte, N. C. 
Mr. McGee was president of the Mc- 
Gee Lumber Company, which he and 
his brother, Clarence W. McGee, or- 
ganized several “years ago. He was 
associated for a number of years with 
the Smith-Wadsworth Hardware Com- 
pany and later with the Wearn Lum- 
ber Company. 


R. B. LOUDEN, 66, president of 
The Louden Machinery Company, 
Fairfield, Iowa, died November 25 at 
the University Hospital, Iowa City. 
Death was caused by complications 
resulting from an automobile acci- 
dent. Mr. Louden was the son of 
William Louden, who in 1867 founded 
The Louden Machinery Company and 
the barn equipment industry after 
patenting the world’s first hay car- 
rier. R. B. Louden served the firm in 
various capacities and was elected 
president of the company in 1939. 


LLOYD C. CLANTON, 45, past 
president of the Louisiana Building 
Material Dealers Assn., died Novem- 
ber 11. He had been suffering with 
a heart condition for the past sev- 
eral months. Mr. Clanton was a life- 
long resident of Shreveport—founded 
the Clanton Lumber & Supply Com- 
pany in 1935. He believed in a strong 
state association and a strong na- 
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SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 


Timesaver for anyone in the building trades 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 


Nationally advertised to building 
trades workmen. Order from your 
distributor, or direct, if he cannot 
supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 








W. M. McGOWIN LUMBER CO. 


Pine Apple, Alabama 
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Stead of the truck. Extra 
Twin-Tilt is the only hand 


handling, lower efficiency, 
soaring labor costs. 

operated truck with the pat- - 

ented, labor saving auxiliary 

frame, It lifts up to 1,200 Ibs. 
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BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
are moved in one easy 
operation. Write Twin-Tilt for literature 


describing-in detail how you can 










save labor costs whatever the 
size of your operation. 


TWIN-TILF TRUCK CO. 
DEPT. AL, P. O. BOX II 
ST. BERNARD, CINCINNATI 17, O 
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DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
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for Swing Saws 
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30 Days Free Trial 
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TANNEWITZ WORKS 
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BuILDING Propucts MERCHANDISER 


OEPY. 4 | 








It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 





Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING -CO. 


BISMARCK, 
MISSOURI a) 
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tional association. He served as a 
member of the board of directors of 
the Louisiana Association for four 
years and in March, 1945, was elected 
president of the state group. He was 
named dealer-director to the national 
association in March, 1946, for a 
period of three years, and was re- 
elected in March 1949 for two addi- 
tional years. 


ARTHUR TEMPLE, 57, president 
of Southern Pine Lumber Company 
and an outstanding leader in the lum- 
ber industry, died of a heart attack 
November 28. Mr. Temple for many 
years played an active part in the 
activities of Southern Pine Associa- 
tion and other lumber organizations. 
In addition to heading Southern Pine 
Lumber Company, Texarkana and 
Temple Lumber Company, Pineland, 
Tex., he was president of the Temple 
Mfg. Co. (boxes), Dallas, and the 
Temple Cotton Oil Co., Little Rock. 
Entering the lumber business in 1916, 
Mr. Temple became sales manager of 
Southern Pine Lumber Co. and later 
vice-president. He was elected presi- 
~~ upon the death of his father in 

35. 


ELMER D. LUHRING, 70, presi- 
dent of the Luhring Lumber Com- 
pany, Evansville, Ind., died Novem- 
ber 26 following an illness of 16 
months. Mr. Luhring organized the 
Luhring Lumber Company in 1910. 
He served as a national and state 
director of the Retail Lumber Deal- 
ers Association, and formerly served 
as president of the Evansville Lum- 
berman’s Club. 





WHAT'S AHEAD IN 1952? 
(Continued from page 61) 





Ways given no serious new 
incident abroad. The copper 
shortage is much more long- 
term and here particularly the 
construction industry will have 
to learn to use _ substitutes. 
Lead and zinc are metals by 
no means in adequate supply. 

We built close to 1,000,000 
new homes in 1951, a remark- 
able performance in view of the 
many obstacles, but of course 
there was a big carry-over of 
commitments from 1950. The 


best guess now is about 800,000. 


new homes in 1952. 


This would be materially be- 
low the million-homes-per-year 
that so many of us consider the 
normal annual requirement for 
the United States. Are we be- 
ing over-optimistic or are we 
right in establishing the latter 
as our normal goal? 

Nothing is ever gained by fail- 
ing to boldly face unmistakable 
facts. We know that a good 
deal of postwar homebuilding 


was artifically stimulated by — 
Government through exces- 
sively easy credit—no down- ~ 
payments, Section 608, ete, | 
That kind of thing on anything ~ 
like the pre-Korea scale, may be 
out for quite some time as it © 
can be dangerously inflationary 7 
in an era where around $50 — 
billions or more are annually — 
spent for armaments. 

Inflationary forces can lurch 
forward again at any time. The 
stage is set for them. But the © 
brakes are powerful. They © 
were set too tight in part of 
1951. But we dare not loosen 
them now because it is in 1952 
and 1953 that the full impact of 7 
defense will hit the national 7 
economy. 

Yet unnecessary controls 
must not be permitted to para- 
lyze necessary civilian pro- 
duction like housing. Such 
controls are not counter in- 
flationary. On the contrary, 
they create inflation by re- 
ducing available goods to mop 
up the growing money supply. 

We must keep our heads and 
see to it that neither inflation 
nor crippling controls get the 
better of us. 





Happy New Year 


For each future day, we 
want to say 


In a sincere, good old- 
fashioned way 


Peace, Prosperity, Good 
Will, Good Cheer 


Not only on Christmas, 
but all through the year. 
‘Aa 


Charleston 28, West Virginia 


—L. HH. 


Lumber Corp., Carlton, Ore. 


A Sustained Yield Operation 


E. J. Linke, Pres. 
Graham Griswold, Secy. & Treas. 





L. 


Manufacturers 


Douglas Fir 


Guy Haynes, V. P. 
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Mills at: 








KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoeds 


"A Wood for Every Purpose” 
KIRBY BUILDING 


HOUSTON, TEXAS 





~ a Cass, Nallen, Dailey & Durbin, West. Va. . Tt] 
Dry Kilns, Planing Mills, Flooring and Dimension Plants. | Is it as Good as Kirby's? 
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